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This is one of a series presenting the following Peoria Life features: 


1—Live attractive policies to meet every need. 7—A Big Happy Family of Successful Agents. 
e contracts providing liberal commis- 8—Teta! Abstainers insured at reduced rates. 
i 9—We work for and with our agents. 
3—All promotions made from the ranks. 10—P.D.Q.—*Pelicies Delivered Quickly.” 
4—Peoria Life men are trained for their work. 11—Satisfied Policyholders make Prosperous Agents 
5—AIl Death-claims paid in 30 minutes. 12—Policies Strong as Farm Mortgages Can Make 
6—We insure women on equal terms with men. Them. 


Success Talks No. 12. 


Confidence is the foundation of business. 
A life insurance salesman’s efforts are 
helped materially if his prospect is satis- 
fied of the reliability of the Company he 
represents. 


Aside from its Home Office Building, 
the investment of the Peoria Life Insurance 
Company reserve funds are confined to 
selected farm mortgage loans, in no case 
for more than 50% of their value. To 
men unfamiliar with, or doubtful of, the 
absolute security of legal reserve insurance, 
there is satisfaction in the knowledge that 
their Peoria Life policies are as strong as 
farm mortgages can make them. 


Peoria Life helps its agents to make good. AN | 
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opportunities open in 


Alabama Iowa Mississippi 
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AGE SIZE STRENGTH 


Acceptable Contracts ~ Satisfactory Policies 
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LINCOLN AGENTS HOLD 
THEIR SALES CONGRESS 


Over 300 Agents Gather in Ne- 
braska Town for Big 
Meeting 


PRESIDENT SHUFF ABSENT 


Valuable Program of Selling Methods 
Was Carried Out with W. B. Bur- 
ress Speaking for Shuff 





absence ol President 


Naticnal 


Ww ho 


Despite th 
Shuff of th \ssociation of 


Life Underwriters, was forced to 


tour through illness, 
Life Under 


successful sales con- 


cancel his speaking 


the Lincoln Association ot 


writers held a very 


eress last week, at which over 300 agents 





were present Agents from all sections 


ittended the congress, 80 
Omaha Life 
joming the 


meeting. W. B 


agent of the Provi- 


of Nebraska 
members of the Underwrit- 
Association 


the 


Ts 
3urress, 


gents in 


. ‘ 
Kansas City general 


dent Life & Trust, filled the place on 
the program assigned to President 
Shuff. 
Address of Welcome 
Dr. Benjamin F. Bailley, president ot 


Commerce, 


re- 


the Lincoln Chamber of 
gave a cordial address of 
ferring to life insurance men as one of 
the three great classes of professional 
men. He said that to lawyers is en- 
trusted the care of property interests, 
to doctors the care of physical welfare 
and to insurance men the responsibility 
for the future of one’s self and one’s 
beneficiaries. Mr. Bailley said that in- 
advantage over 


welcome, 


surance men have one 
other men in that their business never 
harmed those they were called upon to 


idminister to, which could not be said 
of all other professions Robert T. 
Burns, president of the Omaha Associa- 
tion of Life Underwriters, responded 
to the address of welcome in behalf of 
the Omaha, Sioux City, Sioux Falls and 
other outside agents. Mr. Burns assured 
the Lincoln agents that they wished to 
cooperate in building the business and 
in staging such meetings. The Omaha 
Association has in the past had charge 
of the sales congresses 

C. Petrus Peterson, general counsel 
of the Old Line Bankers Life, closed the 
morning session with a paper on “How 
Estates Are Dissipated.” Mr. Peterson 
made some constructive criticism of the 
methods of underwriting life 
ind told of the disastrous 
some settlements He 
life underwriters develop 
measuring insurance sales to income ca- 
pacity and that they study the prospect 
and know definitely the hazard against 
which he is insuring. Oak Davis, presi- 
dent of the Lincoln Life Underwriters 
\ssociation and Lincoln general agent 
for the Security Mutual of Lincoln, pre- 
sided at the sales congress. There was 
luncheon for the agents at noon and 
so a dinner in the evening 


results of 
suggested that 
a practice of 


1 


Lincoln 





insurance | 





COMPANIES TO MERGE! VOTE TO JOIN M. I. B. 


TO ABSORB GARY NATIONAL! DISCONTINUE OWN SERVICE 


American Life Convention Approves 


Plan for Affiliating with Eastern 


Preliminary Negotiations Made by Chi- 


cago National Life, the Transaction 


to Be Completed in a Few Weeks Impairment Bureau 

Preliminat negotiations have cel FRENCH LICK IND March 1 
entered into between the Chicago Na-| By a unanimous and enthusiastic vote 
tional Lite of Chicago and the Gary tl American Lite Convention voted 
National Life of Gary. Ind.. whereby | this morning to affiliate with the Med 
the latter company will be eventually | ical Information Bureau (M. I. B.) and 
merged with the 1 to discontinue within 90 days its own 


Chicago con pany 


the Gary exchangs of medical mpairment serv 


Wilbur Wynant, president of 





National Life, will go with the Chicago | ice as furnished by the United Service 
National and take charge of the agency | Bureau. 

work of the company and building its This means that the distributi of 
business The Gary Natio: al Life has nedical impairment service will now 
written most of its business in its sec- | be concentrated into the hands of 

tion of Indiana It feels that more can | organization serving all life companies 
he accomplished through a larger com- large and small This move is re 
pany Che transaction will not be com- | garded by many as the most in portant 
pleted for several weeks. The Chicago | ever taken by the American Life Cot 

National Life was organized with a] vention It cements relations between 
capital of $300,000 and now has $3,000,- eastern and western companies it 
000 business on its books It is now] brings to an end a controversy ove 

writing business at the rate of $100,000 | the relative merits of the east and 
+ week It is licensed in Illinois but | western medical bureaus that has be 

has made application for entrance to] highly distasteful to many It cer 
lowa and Indiana Thomas Carey, a] tainly brings to L. C. companies a 
well-known brick manufacturer IS | broader and more comprehensive med 





president. The Gary National was or ical impairment service 

ganized four years ago with a capital Does Not Affect Medical Section 

of $100,000 and has insurance force | 4 ; 

amounting to $4,250,000 The change does not abolish th 

' Medical Section of the Ame Life 

— : - Convention. It will continue to tunc- 
The afternoon session was opened | tion as before and is carrying out its 

with an address by Mr. Burress on | own program here this week In fact 
[The Human Element in Salesman- this is primarily a meeting of the 


Burress said, in part 
element 


ship.” Mr 


ple Medical Section. Che America! 
The human has. 


| hi 
yt salesmanship | Convention proper met hers 








involves selling ourselves the goods we | ing jn joint session with th 

andle. Getting the idea of the wonder- | Section for the one purpose of giving 
tul things we have to offer. The life in- | its official approval to the plan for joit 
surance business 1s second to no other | ing the M. I. B. as prepared b » sme 
calling, even the ministry Even the | Life Convention and the board of g 
ninister can make no appeal to the] ernors of the Medical Section 
moral instinct unless the subject is fed,| ‘There is no desire to disco1 e the 
and the insurance agent provides the | Medical Section It will continue t 
possibility that peopk be fed The sale operate as an important unit of the 
ot msurance results in giving children American Life Convention 
one er a chance to amount to some- | Taylor Explains Plan 
thing, to accomplish their ambitions 

“Life insurance offers such a field as Charles G. Taylor, vice-president ot 
no other line affords It offers a young the Atlantic Life and last year’s pres 
man or a young woman an opportunity | dent of the American Life Conventio1 
for the happiness of doing good while | Was the main factor in arranging the 
making a living. Where can vou find a | details for the change with the M. |. B 
line with equal opportunities to make | committee. He explained th plan be 


money? [he professional man must | fore a vote was asked for Dr. C. H 


have a college education, then a profes- English, chairman of the Medical See 
sional course and then spend time build- | tion and head of the Lincoln National 
ing up a practice and so loses eight or | Life medical department, opened tl 
nine years before he starts to build. | session with a brief talk He ther 
If you work six or seven hours day | turned the chair over to Harry R. Ct 
honestly and faithfully in the life insur gham of the Montana Lif 
ance field you cannot make a failure called the meeting to order as Presid 
f the American Life Conventioi He 
Opportunities in Business . 1 } 
outiined the purposs« f the gatheri 
Life insurance offers the greatest op- | executive committee of the Ameri 
portunity to sharpen the wits of any | and called upon Mr. Taylor tor an « 


f details 





business on earth You pick your own | planation of det 

prospects, your own companion your | Mr Tavlor told of the revised 
own arguments. I want to know every | quirements for associat embership 
line I want to know afl about the! the M. I. B.. which are such as to admit 
drug business 1 want to be able to iny properly managed company, irre 
talk to a man on his own ground I spective of size The Unite s ha 
want to talk to him from his angle. It | been marked off into seven d s fo 
1s easier to talk to a farmer in terms of | purposes of membership There will be 
his own, about his hogs, his cattle, his | no state distribution of information, as 
business Chink of the wonderful pos- | with the A. L. ( but the service will 


(CONTINUED ON PAGE 13) i (CONTINUED ON PAGE 24) 
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ANNOUNCE SHARP CUT 
IN POLICY TAX RATE 


Decision of Government Told by 
Secretary Blackburn at Amer- 


ican Life Convention 





COVERS ISSUES 1917-1922 





Special Meeting of Organization Held 
Yesterday at French Lick, Preceding 
Medical Section Gathering 





hRENCH LICK, IND., March 1 


\ sharp modification downward of the 


tax on the total disability and doubk 
indemnity portions of life insurance 
premiums has been made by the Dx 
partment of internal Revenue Detail 


deputy com 


Ie b 


ruling made by the 


revenue on 


»ecretary r. W 


missioner of internal 


announce d by 


were 
Blackburn of the American Life Con 
vention at the special meeting of that 
organization session here today 
ome time ago Mr Blackburn pre 
pared a brief for the Oregon Life which 


against the tax. It is 
there shall be collected 
lor dollar or frac 
casualty premium writ 
rection with a life insurance 
icy Chus, if a life company issues 
there must be paid a 
upon the life premium 
mnity premium ts 32 
and if the 
addi 
paid 


Ss0-cent 


vas protesting 
held that 
is tax one cent each 


mm con 


1 $1,000 policy 


ft SO cents 
lf the double inde 
he tax is om 
tal disability premium is $3, an 
onal three tax 
formerly it was held 
be paid for 
the premium or, as in 


ise outlined, $2.40 


two cents, 


must he 
that an 
each 


cents 


separat 
the 


Retroactive to 1017 


This dec 
ies issued fron lan l 
1, . Most life companies have not 
uid the tax, feeling that reliet 
ight be ol l [he tax does not 
poli es issued since Jan. 1, 1922 
Department holds that a 
is taxable on each featur 
contends that a 
indemnity and total 


applies to all lite poli 


1917 to Dec 


1s101 


some 


ytaine 


The Revenue 
I al policy 
ot coverage It com 


iny writing double 





disability is insurit specific hazards 
ind that the premiums collected to 
ver those hazards are properly tax- 
le as casualty insurance revenue in 
lition to the tax or life msurance 
per 
Che fact that several forms of uu 
emnity are issue a policy that is 
narily a contract of lite insurance 
a reason the department holds 
vi the casualt ortion of the pret 
should escape a tax 


Constitutes Great Saving 


" 
‘ 


; while this latest ruling does not 
inate the tax on double indemnity 

1 total disability premiums, it re 
es it so decidedly that life compan 


Be 
aske d 


cents 


be saved thousands of dollars 
Department 


x ot 80 


the Revenue 


mpanrn » par i ta 





> 
per $1,000 of life insurance, plus a 
similar amount on double indemnity 


and the same figure for total disability. 
This made the tax payments of many 
companies run into large sums 

Mr. Blackburn announced that, while 


this new ruling is considerable of an 
improvement over the old one, it ts 
quite likely that several eastern com- 
panies will fight the taxation of any- 


thing but the amount of life insurance 
protection named in the policy. ; 
He therefore advised all companies 
to pay the tax under protest that 
a refund might be obtained in the event 
of a court decision favorable to the 
companies. The tax ceased to operate 
on the first of the year, but the Revenue 
Department will now make strenuous 
efforts to collect for the five years that 
it was in force. Deputy revenue col- 
lectors will visit life insurance home 


so 


offices for the purpose of auditing the 
books with a view to a final settle- 
ment not later than March 10. If the 


amount of the casualty premium is not 
clearlv indicated, the amount of 
such premium sas compiled by _ the 
actuary will be acceptable to the Reve- 
nue Department American Life Con- 
vention executives were very much 
cratified over the announcement of the 
reduction of the tax. 

The universal opinion expressed here 
is that Mr. Blackburn is entitled to 
great credit for the work he has done in 
with this matter. 


PTOSsS 


connection 


WILL CONTEST CURBY CASE 





New York Life Files Suit Alleging St. 
Louisan Took Insurance in Con- 
templation of Suicide 


Suit has been filed in the circuit court 


of St. Louis by the New York Life, 
charging that Clarence J. Curby, the 
St. Louis merchant whose accidental 


death involved nearly $1,500,000 of in- 
surance, had committed suicide and con- 
templated this at the time of taking the 
last policv. Mr. Curby, vice-president of 
the Smith & Davis Manufacturing Com- 
pany of St. Louis and president of the 
St. Louis Automobile Club, was killed 
while cleaning a rifle in his home. A 
verdict of accidental death was returned 
ind the Missouri State Life immediately 
paid its policy for $500,000. The New 
York Life. however. has contested a 
$100,000 policy, tendering payment of 
premiums and accrued interest on this 
policy, a total of more than $8,000. Mr. 
Curbv carried four other policies with 
the New York Life for $25.000 each, 
but there are not contested. The one in 
question was taken out within the year 
preceding his death. So far as can 
learned none of the other companies in- 


he 


volved have followed the lead of the 
New York Life. Although the Missouri 
State Life was the heaviest insurer, 


there were several other large policies 
in existence. The Mutual Life of New 
York had $210,000, the Aetna Life $75,- 
N00, the Eauitable Life of New York 
$100,000 and the Phoenix Mutual $150,- 
000. Tn addition there was $83.000 acci- 
dent insurance carried in the Travelers. 
Continental and Columbian National 
Life. These policies have not been set- 
tled as vet, but there has been no indi- 
cation of contest. 

One of the nolicies, that for $50,000 
in the Union Central. carried the usual 
one-year suicide clause and this policy 


was taken out less than a vear ago. It 
was said that probably $450.000 had 
heen written within the last 18 months. 
The Missouri law. however. makes a 


The 


contest in such case verv difficult. 


law in that state is such that unless the 
intention to commit suicide can be 
shown, no successful contest can he 
made 
Penn Mutual Life 

The Penn Mutual Life started to issue 
double indemnity benefits Feb. 15 The 
agents find it quite a talking point 

The Penn Mutual is no longer issuing 
10 and 15 year term policies Tt con- 
fines its term insurance to one. two, 
three, four, five and ten vear term pol- 


icies 





a eae —g | 


THE NATIONAL UNDERWRITE 


AAR 





BY DR, M. 
Medical Director, 
[ is generally conceded that mor- 


tality up to middle life has decreased 
and that the average age of man at 
death has gradually increased, due to 
better hygienic conditions and better 
treatment and control of commun- 
icable diseases. It is now proposed to 
show that past middle life there has 
been a gradual increase of mortality, 
to discover the causes of this condition 
and propose a remedy. To prove the 
first point we must rely on available 
statistics, regretting very much that 
the United States life tables 1920 
have not yet been printed that 
the latest available statistics are ten 
years old. The higher mortality for 
the ages past middle life is in striking 
contrast to the decreased mortality at 
the younger ages for both sexes dur- 
ing the past four decades. The follow- 
ing table shows death rates at all ages 
tor 1900 and 1911, a study of which 
shows a decrease hefore middle life 
and an increase past middle life: 


tor 


and 


COMPARISON OF MORTALITY BY AGE 
GROUPS 
Death Rate Per 1,000 Population 
constituted in 


(Registration States as 





1900.) 
- Males— — 
.or 
Age 1900 1911 t 
Under 5 54.2 39.8 
5 to 9% 4.7 3.4 
10 to 14 2.9 2.4 
15 to 19.. 1.9 3.7 : 
20 to 24. 7.0 5.3 o4 
25 to 34 8.3 6.7 + BP 
S56 to 44 10.8 10.4 — 3.70 
15 to 54 15.8 16.1 1.90 
55 toe 64 28.9 30.9 6.92 
65 to 74 59.6 61.6 3.36 
75 and over 146.1 147.4 89 
All ages 17.6 15.8 10,23 


Dr. M. T. McCarty, 


The Condition is Evidenced by All Tables. 


in Improvement is Regular Examination of All People 


INCREASED MORTALITY PAST MIDDLE AGE 


Greatest Aid 


T., MeCARTY 


Peoples Life, Ind. 


generation. This has always been char- 


acteristic of advanced ages. Such de- | 
generative diseases claim 58.7 percent 
of total mortality after age 45. To be 


more specific in the causes of death, ac- 
to the government and health 
heart and arterial diseases 
per- 


cording 
statistics, 


increased 6.3 


trom ages 30 to of 

cent: from 40 to 49, 19.8 percent; 50 to 
59, 30 percent; 60 to 69 56.5 percent; 
70 to 79, 156.8 percent. Apoplexy de- 
creased under age 50, but increased 
from 50 to 59 18.8 percent; 60 to 69, 
3.3 percent; 70 to 79, 46.7 percent. 
Kidney diseases decreased at all ages 
under 40, but increased from 40 to 49 


1.8 per cent; 50 to 59, 22.2 percent; 60 
to 69, 43.0 percent; 70 to 79, 64.1. 
\bout 30 percent of accepted life in- 
surance supposed to be practic- 
ally normal, succumb to cardio-vascular 
Cancer has been gradually in- 


risks, 


diseases 


creasing as a cause of death at the 
rate of 2 percent per annum. Of all 
deaths from this cause, 90 percent are 
over 40 years of age Possibility of 


control of cancer and other degener- 


March 2, 


1922 


himself into an early grave, and, too, 
on the other hand, the man who re- 
tires and idles his time away dies young 
also, just as idle machinery rusts out 
much quicker through non-use. So a 
happy medium of neither too much 
work nor too much idleness is imper- 


ative for a long life, but reasonable 
work is essential to health and lon- 
gevity. 


Our modern system of industry, fac- 
tory system and concentration subjects 
the people in cities to a more strenu- 
ous life, where the wear and tear 
the system is greater and the results 
show a higher mortality past middle 
life. The fherce competition and strif« 
for business supremacy sets a rapid 
and strenuous pace in the business and 
social life of today which we did not 
formerly have. Opportunity to live in 


on 


the open, close to nature, and to get 
exercise and preserve the health is not 
today what it formerly was. 


\ll this goes to confirm the belief 
that there has been a deterioration, a 
decline in the vitality of the average 
person past middle age. The greatest 
factor that excites our apprehension 
is cardio-vascular diseases, which play 


| the preponderant part in the production 


ative diseases is much more hopeful 
than seemed likely even five years ago. 

The consumption of tobacco’ has 
risen from 3,000,000,000 cigarettes ten 
years ago to 12,.000,000,6000 in 1918, to 
10,000,000,000 in 1920, to 50,000,000,- 
000 this year Last year we. spent | 


$2,.000,000,000 for tobacco alone, or one 


and one-half times the cost of running 
our government Women now smoke 
on a much larger scale than they used 
to It follows. therefore, that if al- 
lowed to continue as they are doing, 
there will be large increase in the 
patients suffering from cancer of the 
tongue, high blood pressure, heart af- 


medical director of the Peoples Life of Frankfort, 


| Ind., read this paper on “Increased Mortality Past Middle Age” before the 
| twelfth annual meeting of the medical section of the American Life Con- 
| vention at French Lick Springs, Ind., this week. Dr. McCarty’s paper, read 
at yesterday’s session, developed in detail the existence, the cause and pro- 
posed remedy for this condition. It is a comprehensive outline of the sub- 


ject and shows deep study. 


Further study of such tables as are 


| 


fections. This fact must be consid- 


available seem to point in the same di- | ered as somewhat explaining part of 


rection. In the comparison of the 
United States life tables registration 
area of 1910 and the American Experi- 
ence table an increased mortality is 
shown. The New York table bears 
similar conclusions. It would there- 


fore appear that the available statistics 
support the conclusion that the rate 
of mortality is increasing past a more 
or less clearly defined stage of life, 
called middle age. It now remains to 
disclose the causes contributing to such 
a result and to find and apply how 
these conditions affect insurance. 

The figures of average longevity and 
mean expectation of life just quoted 
only emphasize the prevalent under- 
standing that increased hygienic meas- 


ures and sanitary knowledge, princi- 
pally accomplished by public health 
authorities, are largely responsible for 
the result. The lessening and better 


control of infectious and communicable 
diseases and a reduced death rate in 
infancy and childhood are the factors 
which produced the beneficial results. 
The saving in mortality at younger 
ages is offset largely by the increased 
waste in the older ages. As a great 
amount of insurance is written on lives 
in middle age and later. when the de- 
sire and ability to pay for larger 
amounts become more noticeable. it is 
of importance to see where the losses 





of life arise and how they may be min- | 


imized. 


Past middle life the vital organs, es- | 


pecially the cardio-vascular and renal 
systems, are subject to more rapid de- 


the cause of this increase. Detracting 
some from the accuracy of this is the 
constantly changing of the character of 
our population by adding to our popu- 
lation millions of Slavs and Ital- 
ians which we did not have at an earlier 


Poles, 


date. But this does not, in my judg- 
ment, explain this increase past middle 
age, that native born Americans today 
have not increased mortality past 


middle age. 
The degenerative diseases have in- 
creased, but this report is somewhat 


offset by the fact that_there are better | 


and improved technical methods of di- 
agnosis, and consequently more accur- 
ate reports on diseases than formerly. 
rhe result of this constant effort is to 
get more specific reports on the cause 
of death, but this will not explain alto- 
gether the increased mortality after the 
crucial age of man. The decided de 
crease in mortality which characterizes 
the earlier ages does not continue past 
middle age, but here is the line where 
this gradual decrease and the 
gradual increase begins, ympanied 
by such a class of degenerative diseases 


ends 


acc 


as has been referred to as caused by 
overeating and bad habits of life and 
lack of exercise, which bring on degen- 
erative processes. Possibly a cause is 


increasing wealth and indulgence, along | 


with intestinal toxins. 
Affected by Modern Life 
works 


many 
working 


man 


too 


business 
and in far 
literally 


The American 
too strenuously 
instances dies voung 


diseases. Hence 
irritants, such as heavy meat 
eating, overeating, auto-intoxication 
improper elimination, red pepper, mus- 
tard, tobacco and alcohol irritate the 
inside coats of the arteries and capil- 
laries and are followed by inflamma- 
tion, swelling, thickening, hardening, 
narrowing of the lumen of these ves- 
sels, thus impeding the circulation and 
producing high blood pressure, en- 
largement of the heart and a degener- 


of degenerative 


poisons, 


ative condition of the tissues of the 
arteries and kidneys, resulting in apo- 
plexy and premature death. Excite- 
ment, worry and overwork cause an 


expenditure of nerve force along with 
the struggle for wealth and_ social 
position, playing an important part in 
causing these degenerative symptoms. 
his is especially noticed in the strain 
and stress of the fierce competition in 
our large cities. 

Chen we have dinners, late 
suppers and lat or theater, 
heavy smoking, overeating, drinking and 
other bad habits of life, and little rest, 
with application to business the next 
day, which results in degenerative pro- 
Think of the tired, overworked 
stomach, heart and kidneys—a tensiot 
with no vacation, mercy to thes« 
tired, overworked organs! 


of 


the big 


dance s 


cesses, 
no 


Sources Trouble 


We should know that 
protein diet results in poisonous 
products which are absorbed into 
blood as poison, such as meats 
alkaloids of tea, coffee and cocoa, 
which act as irritants to the inner walls 
of the blood vessels and which lead to 
thickening, hardening and high blood 
pressure. Overeating has the mechan 
ical effect of increasing the blood pres- 
sure and leading to arterial troubles 

There are about 2,000,000 people in 
the United States who are seriously im- 
paired from heart ind 
150,000 die each year from this 
and virtually nothing has been don 
against this disease. Insurance statis- 
tics show that about 2 percent of per- 
sons examined by insurance companies 
are rejected each year because of vari- 
ous organic heart troubles. We know 
that the presence of heart trouble 
greatly shortens the longevity of thos¢ 
afflicted. In insured lives in the indus- 
trial population this 
to tuberculosis. 

The death rate from heart trouble it 
creases with age. The medical inspec 


an excessive 
by - 
the 


and 


about 


cause 


disease, 


disease is second 


tion of school children will result in a 
better mortality from this diseas¢ 
Heart disease stands first in the list of 


causes of death in old age 
Middle Age Affected by Youth 
here has not been the progress in 
the control of the diseases of adult 
life that has been accomplished in the 


diseases of the earlier years through 
the prevention of acute’ infectious 
(CONTINUED ON PAGE 18) 
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—~ Particularly Valuable Selling Ma- ; Twelfth Annual Meet; f Med 
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msurance underwriting principles, there 


should be no lack of material 
Value of New Service 


“We are meeting under the most fa- 
vorable circumstances in the history of 
the Medical Section, for at no time in 
its history have we been assured of such 
vast information relative to the 
tion of life insurance risks as is assured 


selec- 


us through the Medical Information 
Bureau. The lack of information on 
impaired risks has been felt very 


keenly by companies who were able to 
information only through the 
United Service Bureau \t a meeting 
of the Association of Life Insurance 
Medical Directors in October. 1921. 
certain provisions were made for the 
admittance of new members into that 
Association. It was later found, how- 
ever, that these changes were not en- 


secure 


tirely satisfactory and at a meeting on 
Dec. 15, 1921, these resolutions were 
revised and so modified that the infor- 


mation of the M. I. B. may be enjoyed 
by substantially all the life insurance 
companies in the United States and 
Canada doing business on the level pre- 
mium, legal-reserve plan The great 
importance of this action in harmoniz- 


ing our general. interests cannot he 
overestimated. 
“The special committee who have 


finally brought about and worked out 
this plan, so that the M. I. B. might 
be a nation-wide institution of infor 
mation, should have our undivided grat 
itude and thanks. I am sure words 
fail us in expressing what we feel this 
will mean to life insurance in the future 
rhe grouping of the states into eight 


zones or territorial groups is a very im- | 


portant feature of the provisions, as it 
permits the small company to take th 
exchange in one or more of these 
groups, as may be desired, without tak- 
ing the entire service. 

Ahead 


Good Prospects 


“In the year 1921 there was a loss of 
about 15 percent of life insurance writ- 


| rectors of 
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ten and paid for over that of 1920, more 
life insurance having been placed in the 
latter year than any other year in his- 
tory. 
“The 
this year 
believe that 


written in January of 
encouragement to 
business will be 
placed this any previous 
veal An percent 
ot last year is reported by one 
and that, too, while many of 
were in attendance at thet 
conventions, at which 
lost in production. The 


business 
gives us 
more 
year than in 
increase of 20 over 
January 
companys 
its agents 
annual 
time a 
\merican people are going to buy more 
life insurance this year than ever be- 
fore for two reasons, the growing con- 
viction of the protection it affords th« 
family or estate and the assurance that 
they place their money or savings in 
the most secure financial institution 
that has ever been organized. 
“Insurance companies are in a most 
healthy condition of growth, and whil 
many 
all made a fine gain in surplus. Many 
were the difficult problems to be met 
Especially did the holding of the busi 


agzency 


weck is 


| 


| 


lost in business written, yet most | 


ness written the previous year or two) 


tax the ability of the most experienced 
in that line. The management of life 
insurance companies should be congrat- 
ulated upon their fine showing. 

“Death from cancer is on 
crease. One week in each 
been set aside for the 
knowledge for its recognition and treat- 
ment. This does not seem sufficient 
A greater effort must be made against 
this, the only disease whose victims 
number more each year per thousand 
population. 

“IT would 
that a committee of 
this body 
formulate plans for the 
of knowledge by way of literature ot 
such a striking or positive nature that 
it will not find its way to the waste 
basket but will be read by those who 
receive it.” 


the in- 
year has 


respectfully 
three medical di- 
be appointed to 
dissemination 


may 


dissemination of 


recommend 


/ a picture on a canvas in a breeze. 


UNDERWRITER 


GIVES SELLING IDEAS 


IVEY MAKES ADDRESS 
University of Nebraska Man Tells 
Agents at Lincoln Sales Congress 

How to Get Business 


Pp. W. 


talk the Lin- 
coln, Neb., sales congress last week by 
Prof. P. W. Ivey, of the department of | 
administration, University of Nebraska, | 
who spoke on “Selling Methods.” Mr. | 
said, in part: “Experience and } 
have been conceded to be a 
necessary combination for successful | 
salesmanship. As long as we live we | 
can learn. A tree grows while it is | 

| 


\ vigorous was given 


Ivey 
training 


As long as you are green you | 
will grow. You will improve as long 
as you are green enough to absorb | 
ideas. | 
Make Picture of Interest 


“| don’t know anything about life 
insurance, but | have a many 
agents come to me to sell me some. I 
had an agent solicit me a few days | 
ago. He told me lots of things but he 
didn’t picture to me why | should buy. 
A life insurance man should know his 
business but he is sometimes too apt 
to run off into a lot of figures that 
don’t interest me. A salesman should 
know his merchandise but there is a 
good deal that should not be told a 
customer. If you know your business | 
you don’t have to tell it. The customer 
will feel it. Those who know the least 
talk the most and those who know the 
most talk the least. 

“Translate what you know into terms 
for your prospect that he will under- 
stand. Paint a picture on the custom- 
er’s mind. I admire a salesman who 
can paint a picture on the human 
mind more than an artist who can paint 
The ! 


green 


good 
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wind may even blow the canvas away 
The artist can bring it back, but the 
salesman who paints on the human 
mind must be able to hold his subject 
while he finishes the picture. Any 
disturbance that breaks the line of 
thought ruins the whole work. 


Persistency Brings Results 


“Keep 


used to be 


calling on men Insurance 
sold on the grounds of a 
man’s fearing he might dic unprepared 
in that line. You can’t scare an Amert- 
can beyond a certain point. Salesman- 
ship must go further. | am strong tor 
positive rather than negative selling 
methods. Paint a positive picture ol 
the satisfaction of having imsurance, 
the satisfaction of creating an estate, 
the peace of mind resulting, the peace 


| of mind of the relatives. 


“If a man is sold on his own goods 
he will sell the other fellow Salesmen 
create value. The difference in cost 
from manufacturer to consumer repre- 
sents the created value of salesman- 
ship. The merchant marks down an 
article till it may be below cost ot 
manufacture for lack of salesmanship 
to create value in a customer’s mind 
and make it worth to the custome: 
the original retail selling price. 

“We like to put our bodies in the 
care of a trained, experienced doctor 
We like to put our business matters 
in the hands of a trained, experienced 
lawyer. Men like to put their insur- 
ance affairs in the hands of a trained 
experienced insurance man.” 


Bankers Life Business 


An analysis of the business of the 
Bankers Life of lowa for the last 
year shows that 67 percent of the 
policies have been sold on the paid-up 
at age 70 plan. On the 20 pay life 
plan 23.8 percent was sold. On the 
live and ten year term 6.05, on the or- 
dinary life 4.82. The 18 pay life shows 
4.84. 








Masons only. 


CHARLES A. 


General Manager 





HARRINGTON 


The Massachusetts Protective Association, Inc. 


Worcester, Massachusetts 


Francis A. Harrington 
President 


This Association, organized twenty-seven 
years ago under the laws of Massachusetts 
under the title ‘Masonic Protective Associa- 
tion,” for the purpose of furnishing accident 
and health insurance to members of the Ma- 
sonic Fraternity, has recently changed its 
name to “The Massachusetts Protective As- 
sociation, Incorporated.” It 
One Hundred and Thirty Thousand policies 
outstanding, and during the past five years 
alone has paid to policy-holders in benefits 
over Five Million Dollars. 
under its new name, will continue to insure 


has more than 


The Associati yn, 


William C. Johnson 
ice-President 
Notwithstanding the fact that it operates in 

a limited field, the Massachusetts Protective 


V 


is the largest company in the United States 


engaged exclusively in the commercial acci- 


dent and health business. 


pany, maintaining the usual legal reserves and 
subject to the same laws and supervision as 
the other leading casualty companies. 
policies are non-cancellable, and not subject 


to modification 


M. P. A. thus not only insures the policy- 
holder, but insures the insurance. 


FINANCIAL STATEMENT 


Assets, December 3lst, 1921 


Premium Reserves and Other Liabilities 


Capital and Surplus 
Total Income During 1921 


LEMUEL G. HODGKINS 


$2,337,340.45 
1,933,499.45 
403,841.00 
4,128,347.93 


Secretary 


It is a stock com- 


during their term. 


FRANK C. HARRINGTON 


Its 


The 


‘Treasurer 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World 


In Assets {In Service to the Public 
Greatest ‘In Business Placed and Greatest/In Reduction of Mortality 
‘In Business In Force In Health and Welfare Work 





METROPOLITAN 
LIFE INSURANCE COMPANY 


INCORPORATED BY THE STATE OF NEW YORK 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 
Business Statement, December 31, 1921 

a ae rE a ae $1,115,583,024.54 
Larger than those of any other Insurance Company in the World. 

Increase in Assets during 1921......................... $134,669,937.37 
Larger than that of any other Insurance Company in the World. 

ing cl Sh a ee Se eu $1,068,341,845.04 

ai ee el eles aa i eae eal a $47,241,179.50 

Ordinary (annual premium) Life Insurance paid for in 

DT bacsh en eiuddees Gees tion Ob ahnenemeamebeen saa $897,949,212 

More than has ever been placed in one year by any other Company in the Worid 

Industrial (weekly premium) Insurance paid for in 1921... ‘ $666,840,395 

Total Insurance placed and paid for in 1921 ........... $1,564,789,607 
A larger amount placed in one year than by any other Company in the World. 

Gain in Insurance in Force in 1921...................... $625,695,325 
A larger gain in one year than that made by any other Insurance Company in the World, 

Total Amount of Outstanding Insurance ............... $7,005,707,839 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1921......... 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies ............... 1,642,425 

Number of Claims paid in 1921........................ 323,531 
Averaging one claim paid for every 27 seconds of cach business day of 8 hours 

Amount paid to Policy-holders in 1921.................. $91,348,472.98 


Payments to policy-holders averaged $630.16 a minute of cach business day of 8 hours. 


Reduction in Industrial mortality in 10 years, 31.9 per cent. 
Typhoid Fever reduction, 71 per cent; Tuberculosis, 49 per cent; Heart disease, 19 per 


cent; Bright's disease, nearly 30 per cent; Infectious diseases of children, nearly 37 
per cent. 
Death Rate for 1921 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1922, nearly ............. $16,000,000 


Metropolitan Nurses made 2,136,000 visits in 1921, free of charge to sick In- 
dustrial Policy-holders, including 18,984 visits to persons insured under 
Group policies. 

Metropolitan men distributed over Twenty-five Millions of pieces of litera- 
ture on health— 


Bringing the total distribution to over 235,000,000 exclusive of ( ompany s health 
magazine, of which over 18,000,000 are annually distributed. 
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MISSISSIPPI ROW HOT 


NOW SEEKING HENRY’S SCALP 
Governor Russell of Mississippi Appar- 
ently Plans to Oust Commissioner 
If Possible 


JACKSON, MISS., Feb. 28.—That 
Governor Russell intends, if possible, 
to remove Commissioner Henry from 
office, is indicated by a recent com- 


governor to the 
following 


munication from the 
commissioner, in which the 
demands are made: 

1. That a copy of the commissioner’s 
recent reply to Revenue Agent Robert- 


son be given the governor, together 
with an e xple ination of the apparent 
shortage of $15,779 and certain other 


sums alleged not to have been‘ paid into 
the state treasury according to law. 

2. That the commissioner furnish the 
governor with the exact facts and data 
on all deposits, withdrawals and pay- 
ments made by the department, together 
with the deposit slips, checks, monthly 
statements and any other material nec- 
essary, 
explain the presence of 
Deputy John A. McNair, who has filled 
the deputy’s position for two terms, 
without the approval of the governor or 
the filing of the required bond. 

4. That he furnish all information 
possible, as any public official who shall 
not have accounted for and paid into the 
treasury all sums for which he is re- 
sponsible is required to vacate his office. 

Commissioner Henry has replied to 
the governor that the information re- 
quested involves the handling of prac- 
tically every transaction in the office 
during the past three years and that the 
work in collecting the 
be done without delay by the present 
office force. He advised the governor 


3. That he 





data could not | 


| 
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that he would begin work on it at cone! 
and furnish him with the information | 
from time to time as he can obtain it. 


Absorbed by Detroit Life 
The Slovenian Benevolent league of 
Calumet, a fraternal organization which 
has been in operation for 12 years has 


decided to discontinue its insurance 
feature. The entire membership has 
been absorbed by the Detroit Life. 


Each member is insured for $800 and 
constitutes one of the largest group 
insurance policies ever sold in Michi- 
gan. The deal was consummated by 
Miss Catherine C. Leary, an active 
agent of the Detroit Life, who has been 
working on the proposition for the 
past six months. It involved a total of | 
$300,000 life insurance. 


Metropolitan Approves Lockwood Plan 

The Metropolitan Life last week | 
voiced its approval of the housing plan | 
cf the Lockwood Committee. Officials | 
of the company gave their opinion of 
the measure at a hearing before the | 
joint insurance committee of the legis- | 
lature in Albany and approved the 
plan which is designed to provide funds | 


UNDE RW RITE R 


gages. The only pene to the 
measure was made by Stewart Browne, 
who represented the United Real Es- | 
tte Owners Association of New York 
City, and an individual, E. H. Cohen, 
who represented no organization. The 
latter urged a new section to be added 


| to the bill to compel insurance com- 
penies to renew outstanding mortgages 
for ten years. Mr. Lockwood, how- 
ever, opposed the idea as unfair and 
impracticable. Mr. Browne’s amend- 
ment was only to change the wording 
in the rental clause. The Metropoli- | 


tan states, if the project was !aunched, 
it will make a careful study of the field 
and then enter into the plan on a large 
scale. 


Mid-Continent’s New Offices 


Outgrowing its old location at 18 
West Main street, Oklahoma City, the 
Mid-Continent Life secured a long-time 
lease, with option to purchase, on the 
four-story building corner of First 
street and Robinson avenue, Oklahoma 
City, formerly occupied by the 
anty Bank. The building has been re- 
modeled to suit the convenience of the 
company and is now being occupied by 


Guar- | 


March 2, 


1922 


vice-president and director of agencies, 
asked to be present at what was 
| ostensibly a farewell party at the old 
place. The entire official family, work 
ing jorce and many of the nearby agents 
with their wives were assembled. It 
soon developed that the affair was in 
honor of the birthday of Mr. Starkey 
with a large birthday cake with the 
famous “star” and “key” inscribed 
thereon. Many interesting talks, a pro 
fessional reader and a general good tim: 
common to insurance folks followed 
lust before adjournment one of thx 
force took the floor and in a happy 
manner presented Mr. Starkey with a 
| beautiful watch bearing the inscription 
| From Mid-Continent Boys.” The en 
| tire affair was inspired and managed by 
Mrs. V. Cowan of the agency depart- 
| ment. 


| pancy of the old offices, Edwin Starkey, 


was 


Agency Meeting at Davenport 


R. H. Heartman, manager of Iowa 
agencies of the Equitable Life and presi- 
| dent of the Des Moines Association of 
| Life Underwriters, was guest of honor 


and chief speaker at a meeting of 35 
































for real estate building and relieve the | the Mid-Continent Life. The building | of the Equitable agents from south 
housing shortage by permitting insur- | is located in the heart of the business | eastern Iowa at Davenport last week 
g g y I x | 
ance companies to invest a percentage | district. | The meeting was in charge of Paul 
cf their assets in realty bonds and mort- On the night of the last day of occu- | Ott, Davenport agency manager. 
FIGURES FROM DECEMBER 31, 1921, STATEMENTS 
Paid Total 
Total Net New Bus Ins. in Gain in Total Prem Total Policy- Disburse- 
Assets Capital Surplus Paid for Force Ins.in Force Income Income notgers ments 
$ $ $ $ x . $ 
Am. Natl. Mo.. 1,163,879 200,000 $196,586 11,996,722 96,56 396,827 519,195 51 622 270,867 
Farm. & B., Kan 3,272,834 275,000 7195 , 8 29 31,643,837 325.1 1,017,506 243,496 288 904 694,330 
Fed. Life, Ill... 5,625,824 300,000 9 $6,706,136 278.7 1,258,943 2,344,893 662,343 1,937,820 
Lafayette Life... 2,451,110 oh dea 16,304,840 1,280,126 52 7 74,53 155,821 361,951 
Miedw. Life, Neb 1,991,751 200,000 18,504,823 1,214,357 48 2.15 106,005 329.781 
Prudential ..... 789,508,224 2,000,000 ¢ & 84, 5,668,080,870 572,059,096 187,72 68,970,513 125,735,842 
St. Joseph Life. 1,183,683 100,000 146, 000 10,178,696 Ars 3s 70,469 201,344 
Southl. L., Tex.. 6.249.105 300,000 15,742,418 66,291,828 1,956,393 1,7 449,880 1,680,667 











Real Estate Mortgages 


Insurance in Force............ 
dmitted Assets.... 


Municipal (Kansas) and U. S. Liberty Bonds 
ete ie Hams, G0 EROGTOSE... «oc cececccecseces 

Cash in Banks, Open Account. ..............seeeeee: 
i ccc ca ese Geekesouahaieieendenseeh 


The Officers and Directors of 


The Kansas Life Insurance Company 


are Proud to Present the Following Statement of the Condition of the Company 


On December 31, 1921 


ASSETS 
CN eee re - $817,165.00 


245,710.84 
160,236.59 
22,763.90 
24,090.47 


IRN 0) os a a Puls ow Ged wie 31,653.54 
Premium Notes and Policy Loans (Within Reserve). . 34,819.66 
Due from Other Co.’s (Re-Insurance)..............-. 30,627.25 


$1,367,067.25 


INCREASES 


.$677 546.00 
243,298.69 


LIABILITIES 


Present Value of All Outstanding Px 
Dec. 31,’21—Including Dividends 
Benefits ca ecW sO 0n bs 654806 464 6 6'0 

Policy Claims, Not Yet Due.... 


Premiums and Interest Paid in Adv 


Reserve for Taxes, Not Yet Due... 

All Other Liabilities. ...... — 
Capital Stock..... 

Surplus. . 


Surplus to Policyholders 


Insurance in Force, $12,014,225.00 


FOR 


THE YEAR 


Policy Reserve. . 
Surplus to Policyhol lers. 


Over ONE MILLION Dollars in Approved Securities on Deposit with the State Treasurer 


for the Protection of Our Policyholders 


ylicies in Force, 

and Disability 

. $563,193.58 

54,758.50 
2,780.15 
11,350.00 


ance 


wail $422.650.00 

oo... 306,549.12 
ees 729,199.12 
$1,367,067.25 


$169,414.54 
48,499.05 











WE WANT 
TOWN IN KANSAS 


WRITE MR. EDWARDS 


AN AGENT IN EVERY 
LIBERAL 
CONTRACTS AND PROMPT SERVICE 


J. H. EDWARDS 
President 
. H. EASTMAN 
Secretary-Treasurer 
F. H. SCHOLLE, M.D. 
Medical Director 


OUR POLICY CONTRACTS 


SEE OUR REPRESENTATIVE BEFORE 
YOU BUY LIFE INSURANCE 


SECOND TO NONE 














Home Office; 


701-703 Jackson Street, Topeka, Kansas 
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SEE PROSPERITY ON 
RETURN IN THE EAST 





Much Work Needed However to} 
Get the Business in 


Quantity 


OUTLINE THEIR METHODS 


Your Capital 


IME and effort are your great- 
est assets. 


Philadelphia Agents Express Views on 
Various Phases of Present Day 


Solicitation 


PHILADELPHIA, PA., Feb. 28 
rhe lite insurance man’s best bet for 


Your capital counts for most 
securing business at this time, accord- | ° 
ing to underwriters in Philadelphia, 1S j when you make your time and 


to discover the channels where pros- | 
perity is comin g back. Agencies ff ‘ ry | ‘ 

throughout the East seem pretty gen e ort pay rest returns. 
erally agreed that the long-heralded 
prosperity has already begun to return, | c . 
but there is some disagreement as to y ff . . ~ d 
what lines are most profitable to work Our ¢€ ort IS unrestricte 
One agency is using the Roger Babson | 


list: bakery, boot and shoe, canning, | when you hold a Lincoln Life 


hose and eit ming, paint a contract because The Lincoln 
aa eR Plaga National Life Insurance Company 
pm eaten ls telng salt issues policies on practically 
company, according to. William "S.| Splendid every application you turn in. 


\shbrook, agency secretary, as_ its 





See Need of Protection 


Much endowment is being sold 





salesmen almost invariably begin their | A 

talks with endowment as the basis. Mr. | gency 

Ashbrook finds that the best selling | i 

+ argument at this time is the fact that | Opportunities 

the now-passing period of deflation has | 

shown the need of life insurance. | N O 

Looking back, one sees the need of it | OW pen 

vividly; looking ahead, one sees the pos- | . 

sibility of carrying it, as business is | in 

brightening and prices are returning to | . 7 

normal. Illinois 

In regard to relative merits of the | 

straight cold canvass and the selected | 

list of prospects, sentiment in Philadel 

phia is that this depends largely upon 
the personal equation of the agent. In | 
general, the cold canvass is advised as a 


Your time is conserved by that 
high Lincoln Life efficiency which 
issues the majority of all policies, 
ready for delivery, the same day 
the applications reach the Home 


Office. 


| 
means of adding to the selected list 
In fact, that is how the list is formed | 
in the first place. But while adding to | 
this list, the agent must also work con- | f ) y 
currently at reducing it. ( rt I ay 
Side Lines Developing | when you 
Mr. Ashbrook contends there are no | ° 


“side issues” in life insurance, on the 


Your capital of time and ef- 
‘s you largest dividends 


ground that business insurance, in- 


come-tax coverage, etc., May very cas- 
7 y . 
ily, and frequently, do, develop into the | ras (LINCOLN) 
1 SS 


main issue. Other life officials put even 








more emphasis on the so-called side | 
lines, to the extent of urging that the 





word “insurance” be eliminated so fat 
as possible in talks with prospects, espe 
| cially preliminary talks, as the prospect 


| 
book agent: in other minds th 
: 


, . * ae 
has a tendency to fight shy of the word e 
‘insurance.’ In the minds of many th nh a 10 | } a 1 e 
underwriter is classed with the pester 
hought of “policy” conjures up the un- 


eee are oe, ores Insurance Company 


nalitv that they have all the insuran 

they can car It t oe around 

are being sdvieed, ia many ins monn, to “Its Name Indicates Its Character” 

put the so-calk | iin ut I the 

background The consensus of Phila P P * 

deiphia ie that it very much does pay Lincoln Life Building Fort Wayne, Ind. 


Should Cull Prospect List Now More Than $200,000,000 in Force 


Discussing the question as to ho 
é long a man should be kept on the pros- 
ect list. Mr. Ashbrook said the agent 
(CONTINUED ON PAGE 24) | 
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Cincit ti and New York EDWARD J. WOHLGEMUTH, President JOHN Ff | - of rric ra | . lloy , y br - f N 
: . . 7 . fs ¢ a. manager of agencies of the Agricultural wide following among brokers ot ew 
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NORA VINCENT PAUL, Viee-Presidents; WILLIAM A. SCANLON. Southwestern Life, Bay City, Mich. has been elected | York City. 
Manager; FRANK W. BI AND. GEORGE C. ROEDING and O. E. SCHWARTZ, Asso- president oi the Bay City Board of _ 
ciate Managers. Commerce This organization is on Che Chicago agency of the Mutua 
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FRANK A. POST, Associate Editor fully equipped, self-sustaining club | cured ten of the 50 agency leaders 1 
house. Aside from the club, it has an | tine company last year. More than that 
PUBLICATION OFFICE, Insurance Exchange, CHIC income of $30,000 a vear from its mem- | Chicago gets No. 1 and No. 2 on the 
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ae » with the National Underwriter (Fre and Casualty) $ a year; Car 2 il| from the beginning. He is a Rotarian, | 1. B. Jacobs, J. H. Theobald and F. J 
lan Eik, a 32nd degree Mason, a Knight | McDonald 
; , femplar and a Shriner. He was ftor- -- 
Women in Life Insurance|Work ~ |} merly a newspaper man. He was assist- W. I. Whiteman, wh: s recently 
‘ ae | ant to the president of the Northern | appointed assistancy manager ot the 
; s : a Eanes - cae sheen ar initable ‘ Jas 
lr would be interesting to know how rhere is probably a greater number ot | \ssurance ot er troit for three years, | i.quital Life of New York at +. h 
, a hot four an ne-half years superintendent lle, Tenn., was given a w ome din 
many women there are in the life insur- women who, when thrown on their own ir and one-halt years — ee = p ’ 

; ; mee et lof agencies of the Security Life of Chi- cr when he took charge For 20 years 
ance business who entered it either as _ resources, after their husband’s death, saw | cago, one year agency manager of the | he was cashier of the Alabama agency 
widow wh husbands had failed to so clearly life insurance as the only means | Grange Life, which connection he re-! l'resent at the dinner as special guests 
furnish life insurance protection or on by which the average man could provide | signed in order to complete the promo- | were Insurance Commissioner E. 3 

: f a : » «I tion © > Aoricul rg if This co -ogers ye t Commissioner ‘ 
the other ha who were beneficiaries adequately for his family that they fe it| ' _— the Agricultural Life. This com NOG » Deputy earn 
; : ; : , | pany’s sixth annual statement, Dec. 31, | Miles and Inspector of Agencies C. C. 
under life policies and appreciated so that they could make a living selling it 11921, showed gross assets of $805.- | Hazell from the home office. Agency 
much the value of life insurance that they If, as statistics prove, it is necessary that | ¢ 665.42, gross surplus of $321,647.78, and | Manager Reau |! Folk presided as 
decided to engage in the business of in- an agent be “sold” on life insurance him | enranee in force of $10,860,000, paid | teastmaster. 
, ’ . . basis. The Michigan business for 1921 
ducing other women’s husbands to insure. self before he can sell it to others and ; Nea tale ; . \ wv 
: gee was $3,672,000 Eéward D. Horgan of Buffalo, N. Y., 
Here is a recent case related MuTuat one of the tests of his probable success is Mr. King is a man of wide readin irmer preside of the Life Under- 
IF] oints hat he carry a liberal amount of insurance} fond of gcod books and possesses writers ssociation, director o 1e 
| a that | yal l t of l 1 bool \ t 1 t f tl 
“Mrs. Laura Epwarps is a new agent on his own life, how much more thor-|! keable personality Manufacturers’ Club and member of 
‘ ra fe rr = ou tl Butfalo Cl iber »t L_ommerce, 
at New Orleans. Her husband died some oughly is a widow “sold” when she starts | _ ae “e ; “es 7 
, , pf Weal ; February has been set aside by the | died Saturday uquerque, to which 
time ago, leaving a policy under which  seliing insurance as a business from the | Shenandoah Life field force as : itv he had gone in 1915 in an effort to 
she is receiving monthly payments. When impulse gained out of her own experien ~onth of tribute to its vice-president, | regain his health. Mr. Horgan was for 
the agent was solicitng her husband, Mrs. that it is a good thing and that she | E. Lee Trinkle, who has just become | a num of years in the service of the 
> Ty - are : - ‘ } — governor of Virginia, the home | Eric ulroad, but left railroad work 
Epwarps opposed it. The value of life sure that she can make others se« th npany . athe : t kc Whaattal : iate manager 
2 ot ( compa silver ast ( yo > aio as associat¢ lané e 
insurance in her own experience im- the way that she does! All that Ei having the name of each agent who | of the Germania Li In 1905 he 
pressed her so strongly that she decided agents have to do is to show people their} produces as much as $15,000 examined , joined with J. F. Eltges and Mathias 
lt . . -j -ebri oO Pohr in b ne the Voll - 
to give her whole time to persuading own experience and change of heart. It is business during February, engraved | Rohr in buying i V olksfre — Print 
; ie hereon ill be present o Governor | ng Company, with which firm he was 
others to take the protection which life the best canvassing argument that can be} ‘ereen, WwW Il be pre ed to (ro = ; 

le : inkle the early part of March connected until his death. 

insurance offers formulated, cn 
: , Harr M. Ramey oi Little Rock, Ark., 
e . George Pruitt, a former Oklahoma y : y = ie more yy 
; Mia 4 ae . slate anager ot the ationa 11e, 
a ing a ime ul get | banker, but with several years life in- cA slauste it Mer Reames 
| . . s s¢ OUST) ll i Lame 
surance experience, joined the Mid- | , | mage 
| DD un - oY Se ’ : — ’ 1 i Sg ° lcs : * aaa . ee 1 bad shape physically for 
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‘ os ecg . ° — ) o rces 1 a ar 1 a > 
IONAL Lire, takes the position that life have got to outline your work in soliciting | '“?@!™S 1 “ “ater . f “ “f 4 — Ml Las been in Little Rock for some days 
‘ P ~ persona production o SLT 0 1 ' a: | ane 4 
shoul ike < ; ret < rell < . surance st as ; , . es onnection le agency ) 
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a buc get at least in his mind as to iow fellow from whom you were drawing a] yy Cowan of Oklahoma City topped the | Mati, from his swing around thi outh- 
much le can spend for different items. salary. fits Continent fase in 084. MMe Cowan | west and — on his tour mh life 
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. +. : . . is alert to everything that may have y = ae gf Sst I Se OF HS 
handling its huge affairs. age himself and who does not learn the| ‘ a Magy rmsd sa voice and is confined to his home He 
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advantage will be able to make 
Mr. Basler 


it to good 


something out of his work 


Says: 

“Did you ever stop to think what you 
do with your eight hour day? Do you 
always know exactly where you are going 


second hour 
In other 
and 


and the 
and so on? 


first hour 
third hour, 


during the 
and the 
words, do you route yourself stick 
to your plan each day? 
task of 


of pec ple 


Do you give your- 


self a seeing a certain number 


each day and do it even if you 
have to go eight hours some- 


The 


business are those who have 


over your 
what? best workers in any line of 
a system and 
stick to it. If you go along in a slipshod 


way of attempting to find your prospects 


work. 
failure in our business is simply o 


The difference between success and 


ne of 


industry and conservation of time on the 


one hand, 


time on the other.” 





Service to the policyholder is 
limited by merely placing 
and collecting the first premium, 


agents who know, consider each 
insured as the nucleus for 
of prospects if the insured is pro 


sold. 


There are many first class life i 
ance solicitors who would no 
think of flashing a rate 
prospect, than borrowing money 
them on the spot. 


and laziness and no regard for 


not 


the policy 


for 
man 


a new circle 


perly 


nsur- 
more 


book on a 


from 











off, going to St. Paul where 
an address before Group 1 of the Wis- 
consin Bankers’ Association on the re- | 
lation of life insurance to banks, | 


Paul A. Abry of Fraser & Abry, gen- 
eral agents in New York City for the 
Connecticut Mutual Life, died suddenly 
at his home in Sea Cliff, L. Monday. 
His first connection with life under- 
writing was with the Mutual Life, which 
he represented in this city for five years, 
associating with Peter M. Fraser as 
general agents for the Connecticut Mu- 
tual in Brooklyn in 1918. Later the 
firm, because of its excellent record, was 
given a Metropolitan general agency for 
the company, and now leads all repre- 
sentatives for the Connecticut Mutual 
the country over in point of new busi- 
ness production. Mr. Abry was a strong 








vising the underwriting. Assistant Su- 


perintendent of Agencies Lawrence P. 
Brigham has been appointed superin- 
tendent of agents. 


Py Bogue, a graduate of the school 

life insurance of Carnegie, is making 
a Precast with the Detroit Life for suc- 
cessful work. He was married last week 
to Miss Kathleen N. Kerr, at Lansing, 
Mich. They spent their honeymoon at 
Battle Creek, Mich., and Detroit, and 
are now at home at North Branch. 


John McGregor, general agent of the 
Massachusetts Mutual Life at Denver, 


who died early in the month from an 
acute attack of angina pectoris, had 
served the company nearly 20 years. 


He covered the entire state for the com- 
pany. 
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Sales Program Brings Out 400 | 





Life Underwriters to One- 





day Meeting — — | 
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] Outside Business Men, as Well as Life “i —, ] 
Men Give Selling = f 

Methods | 


Che Sales Congress held by the Life | 
\'nderwriters’ Association of St. Louis, | 
Monday, Feb. 27, at the Planters | 
Hotel, proved a great success. This was 
the third congress underwritten by the 
St. Louis association and 400 life men | 


were present. The one-day congress 





was opened by Dick Oliver, inspector 
{ agencies for the New York Life and | 





1ctiring president of the association. 


Dick Oliver's Welcome 





Mr. Oliver, in his opening remarks, 
dad d: 

“Ideals in business are as essentia! 
tu it as the machinery which runs it, 

it is plainly our duty every year to 
come together and in addition to im- 
proving our knowledge of our business, 
revew our faith i, and devotion to the | 
higher ideals on which our business has | 
vcon built. 

“Life insurance men and women have 
worked well in Missouri. As a whole, 
lite insurance agents enrich a com- 
munity—never impoverish it. For in- 
stance, there are in round figures bona 
tide contracts in Legal Reserve Com- 
penies on the lives of Missourians ° 
‘mounting to over $1,600,000,000. These eopies Lire insurance OmMmpany 

| 


contracts must eventually mature in 


Ui orn or ¢ ther, herel distrib- 
oo . aes oe coe aes Sd FRANKFORT, INDIANA 


this money at a time when most needed 
Annual Statement, December 31st, 1921 











the death of the breadwinner, or 

old age. 
“This amount of insurance calls for 
a saving of approximately $50,000,000 


a year. It is evident from the annual 
vings as compared to the principal | 


| 
ASSETS | 
inetrest thereon, placed with life in- | i 
surance companies, comes back to First Mortgage Loans on Real Estate... . . . .$1,530,686.00 
policyholders in some form or other 00 00 
| Real Estate Home Office aun re 100,000. ] 


m to be paid, that all money, plus 


eath claims, dividends, surrender val 


un — personal service, — ' Policy Loans..... ae T 340,880.00 
“Insurance companies in the year of | ||| : - 
1921, when most other institutions were | Liberty Loan Bonds. oan :* 50,000.00 
ee SS ee va ee | Cash and other Assets. . iS ... 152,278.07 
mately $200,000,000 with not a singlk 
: i Total Assets as ... .$2,173,844.07 


mpeny passing up divi idends. Our Pip PE OTAL FASSOTS. we ee ee ees | 
stitutions are stronger today than ever | 
} 


er ncaa better equ pped to give better | 
service The pub lie is growing more | LIABILITIES 
| appreciative of our kind of service _ . 
Cnereen, 0 Sat Nenes Soe Soe Mees PReserwh Oi POMOIR 6. ce cc cca ccecess .. .$1,867,996.58 
o iomeg yeger and. better | . es r 
= nha ' diaedion Dividends Left to Accumulate.......... 43,297.15 | 





oy Me It is our moral obligation to | 


ee people, to try to persuade men and | i I i ae ai 66 36,017.45 
scene: ponent ys eS sick Surplus to Policy Holders................ _ 226,532.89 
Total Liabilities............. _. .$2,173,844.07 


Many Big Speakers bd 


kaymond F. McNally, vice-president 
oi the National Bank of Commerce of NS IN | 9? | 
Si. Louis, then spoke and was followed | GAI | 
by M. A. Stewart, who spoke on “Busi- = oe : . | 
uess Outlook,” in place of his chief Gain in Mortgage Loans $217,236.00 Gain in Assets....$ 375,168.84 


William Martin, chairman of the board Gain in Reserves...... 346,370.18 Gain in Ins. in Force 1,810.545.60 


of the Federal Reserve Bank of St 


Leuis. \ L. Harty, vice-president of | 
wor neem: Roel ype Reagpee «Bove Insurance in Force December 3lst, 1921....... $22,352,116.00 


the congress at the morning session | 


resident Shuff of the National Asso- | | 








ciution of Life Underwriters was un- | ||| 
able to be present, as scheduled, but | 
}. Stanley Edwards. Denver manager | | us a a 
for the Aetna and former national || : —=—= = : = SS SSS= 
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Mr. Ea- | 
“The An- | 


need of 


president, spoke in his place. 
wards took as his subject, 
and told of the 
operative work by life underwriters. 
He said that the public will think as 
much of the life insurance business as | 
the agents think of one another and 
cach must do his part in joining in co- | 
cperative effort and _ protecting the 
business from political vultures in the.} 
states 
Frank ( 
ternational 


swer, co- 


Rand, president of the In- 
Shoe Company, opened the | 
afternoon meeting with an inspirational 


talk on “Is the Buyer Out of the 
Market.” Mr. Rand spoke of the pos- 
sibilities in the field and of the need 


tor honest work, backed by high ideals. 
Jay Allen Fiske, associate manager of 
the Aetna in St. Louis, speaking on 
“Finding Prospects,” brought home 
mony salient points, At this session 
the newly-elected president of the Saint 
Louis Association made his debut. J. 
M. Bloodworth, local manager of the 
bidelity Mutual, who has just been 
exalted to that position of honor and 
irust, gave a splendid talk on “Monthly 


Income, the Ideal Insurance.” He was | 
greeted with great applause. Warren | 
C. Flynn, St. Louis manager for the | 
Massachusetts Mutual, then spoke on | 
“Hidden Liabilities.” ‘No Interview, 
No Business,” was the subject of 


Fugene B. Stinde, assistant 
agent of the Northwestern 
S Louis. He is nationally 
producer whose paid-up | 

into seven figures annually. | 
Stinde’s slogan is “See the folks.” He | 
emphasized the fact that he worked | 
from 8 a. m, to 7 p. m. every day for | 
17 years. “Expose yourself to the pub- | 
lic and put punch into your work,” was | 
his advice. 


general 
Mutuai at 
known as 
business 


the 
Tens 


the 
which is 
States 


F. C. Raliter, representing 
Life at Alexandria, Minn.. 
home town of United 
Knute Nelson, was the guest of Senator | 
Nelson recently while attending the 
Bankers Life school of instruction in the | 


the 
Senator 


national capital. 


‘“Cleveland Resolution” 


| 

| 
Bankers 

| 


THE 


BANK PLAN CONDEMNED 


NATIONAL 


ACTION TAKEN AT CINCINNATI 


Adopted by 
Life Underwriters There After 
Lively Debate 


CINCINNATI, O., Feb. 28.—After 
a very lively discussion, the Cincinnati 
Association of Life Underwriters at its 
meeting last week went on record in 
opposition to the bank-insurance plan, 
adopting the “Cleveland resolution” by 
a vote of 40 to 3, with several members 
not voting. 

President Swope then announced 
that he would call a meeting of the 
executive committee early in the week 
and call on the members to back up 
this resolution so far as the banks and 
companies were concerned. 

The subject was introduced by the 
president, who stated that a large part 
of his time for the last week or two 
had been taken up in answering tele- 
phone calls from members who wanted 
information in regard to the insured 
savings plan in operation by the First 
National Bank of Norwood, a suburb 
of Cincinnati. He stated that this plan 
and others had investigated by 
himself and the executive committee 
and the executive committee had re- 
ported the Cleveland resolution to the 
association, without recommendation 
for their acceptance or _ rejections. 
Harry W. Hutchins moved the adop- 
tion of the Cleveland resolution, in 
such changed form as to make it suit- 
able for passage by the Cincinnati As- 
sociation. 

Witten 


’ 
peen 


Sees No Danger in Plan 


L. C. Witten then stated that he was 
not convinced that there was anv real 





danger or objection to the plan in op- 


UNDERWRITER 
eration with the Norwood bank. He 
presented a printed folder describing 
the plan and said there did not seem 
to him anything vicious in such a plan. 

Mr. Witten said he could see no 
reason why any man present would 
lose anything by the operation of this 
plan and that on the other hand life 
insurance was getting some very ef- 
fective advertising. It appeared to him 
that due to the operation of this plan, 
more people would have life insur- 
ance. And if that is true, would any 
man present try to prevent it? 
he felt that it was a “tempest in a 
teapot” and it should be tried out, and 
if it were bad, like the calf 
plenty of rope and it would hang itself. 

Eliminates Service Idea 


Mr. Hutchins said that all these years 
agents have been teaching service in 
and through life insurance; that life 
insurance service was the outstanding 


monument to social economy. “The 
average bank clerk has neither the | 
training nor the information to give | 


proper service,” he said. 

use of having sales congresses if we 
have life insurance sold on this basis? 
If the aim of this plan is to get every- 
one insured, why not put slot machines 
in stores and have people put their 
quarters in, turn the crank and let a 
policy be delivered eliminating 
idea of service altogether. We 
not yet be controlling all 


may 


“What is the | 


the | 


pernicious 


practices but we are trying to control | 


them. Clerks of this kind 
controlled and it is opening the doors 
to rebating as they have not been in 
years. If it is to be tried let it be 
tried elsewhere. He saw nothing in 
the resolution that was selfish but an 
attempt to maintain standards. 


Swope'’s Objections to Plan 


President Swope stated that without 
personal feeling he could only see dan- 


cannot be 


eer to life insurance interests in this | 
program. The Cleveland Life Under- | 
writers had their troubles with this | 


That | 


give it | 


| program, 


‘that 
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matter and thoroughly investigated it 
before they passed the original reso- 
lution. He had in his possession one 
of the contracts being issued in this 
connection and there was no objection 
to the contract itself but there was 
objection to the method used in sell- 
ing it. If bank clerks are selling the 
insurance it’ must be stopped. Also 
misrepresentation must be stopped. He 
had found seven men who had bought 
this contract in the belief that it pro- 
vided something which it does not pro- 
vide. Another objection he brought out 
to the proposition was that people in 
general were not informed on life in- 
surance and in case of surrender and 
withdrawal at end of the first year of 
if they had deposited $105 
they would expect that amount back 
with interest but they would only get 
back $72 with interest, the other $33 
having gone to pay for life insurance 
which did not yet have a surrender 
value. In a case of this kind the 
banker would explain that the bank 
would give back its part of the deposit 
but the life insurance company would 
not give back its part. Tlus would 
make the depositor bitter toward the 
liie insurance company. 

Another member stated that this 
would lead to twisting and it had not 
very long since the association 
two men out of town for that. 


been 
drove 


Written by Regular Agents 


It was stated that the Norwood Bank 
plan was in cooperation with the Pacific 
Mutual. Mr. Gantz was asked if the 
life insurance was written by employees 
of the bank or by life insurance men 
and replied that it was written by reg- 
ularly licensed life insurance agents; 
they were the employes of the 
Pacific Mutual and with one exception 


none of them were employes of the 
bank. 

The Medical Life of Waterloo, Ia., has 
made application for admission to 


Nebraska, 





OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets ... 


$20,200,000.00 





Bankers Life Insurance Company, 
Lincoln, Nebr. 


GENTLEMEN : 


now matured. 


have several options of settlement. 


payment of my policy. 


I paid your Company $400.00 in premiums. 


my estate, or to whom I may direct. 
life insured for $1,000.00 for the past twenty years. 


Tarkio, Mo., Feb. 8, 


I wish to acknowledge receipt of your check for $304.16 handed me 
today by Mr. W. O. Miller, your General Agent, being the surplus accumulation on my 
policy No. 9654 issued on the Ten Payment Twenty Year Distribution plan for $1,000,000, 


Now at the end of the twenty years I 


1922. 


I chose to take the surplus accumulations, $304.16 


Very truly yours, 


LURA HALL NICHOLS. 


in cash, and a Paid Up Participating Policy for $1,000.00 on which I will receive annual 
cash dividends as long as I live and at my death the face of my policy will be paid to 
This only cost me $95.84 besides having had my 


I am well pleased with this settlement and thank you for the prompt and courteous 


Residence 


i cs cece ieee Rawee $1,000.00 


Total premiums paid 


SETTLEMENT 
Total cash paid Mrs. Nichols............. $ 304.16 








- BANKERS LIFE INSURANCE COMPANY 


TEN PAYMENT LIFE POLICY 


TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE | 
COMPANY 


of Lincoln, Nebraska 





Name of insured................. Lura H. Nichols 


And a Paid Up Participating Policy for... . 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 


1,000.00 
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OPTIMISM SHOWN AT 


DES MOINES CONGRESS | 


ter” Was Slogan of Iowa 
Life Underwriters 


MORE THAN 400 PRESENT) 


President Shuff’s Absence Greatly Re- 
gretted, but Local Men Filled 
the Gap Ably 


MOINES, IA.. 


“Times are good and getting 


March 1 
better!” 


DES 


More consistent work, with market con- 


ditions improving gradually, will mean 


more business for the lie insurance 


companies in Iowa, was the general 
1 


opinion among more than 400 field men 


“Times Are Good and Getting Bet- Om 


| western 


by actual experience, and just so long 
as you have not learned its value you 
are cheating yourself out of dollars that 
might be yours.” 

The last period before the lunch hour 
taken up by H. O. Wilhelm of 
Omaha, general agent tor the North- 
National Life. His subject was, 
“Field Organization from the Stand- 
point of the Life Underwriter.” Mr 


| Wilhelm pointed out the importance of 


thorough work in organization and its 
resultant benefits to the men in the field. 


“My Most Difficult Case” 
Just prior to the noon adjournment 
a vote was taken and it was decided 


| to hold a contest during the time after 


, Chillicothe, Mo Mr 


| 


and agency officers who attended the | 
second annual Iowa sales congress “t 
Des Moines Friday. 

The one-day session from every 


standpoint was a remarkable success. 
Unfortunately President John L. Shuff, 
of the National Association oi Life Un- 
derwriters, scheduled as one of the prin- 
cipal speakers, was taken ill 
reaching Des Moines and was forced to 
return to his home in Cincinnati. Credit 


before 


for filling the gap and for making the | 


success should be given to 
from the local 
Heartman, pres 


and his co- 


congress a 
the committee 
tion, headed by Roy H 
ident of the local association 
workers. 


associa- 


Cooperation and Competition 


Fieldmen and women from all over 
lowa and many from adjoming states 
were in attendance, and the spirit of 


goodfellowship and cooperation was m 
evidence on every hand. 

After the keynote address by Mr 
Heartman, the first speaker was Paul 
M. Ray, field supervisor for the Equita- 
ble Life of Iowa. Mr. Ray’s subject 
was, “Cooperation better than compe- 
tition.” The speaker dealt admirably 
with the subject, emphasizing particu- 
larly the necessity for complete coopera- 
tion of the agent’s desires and ideals as 
an essential to his ultimate success. 

“We all have ideals,” Mr. Ray 
“It is right and proper that we should. 
One man desires to be an expert golfer; 
the next to be an expert gardener, or 
Whist player, and so on, but the success- 
ful life underwriter must be careful that 
his desires in various lines cooperate 
with his ultimate desire to be the most 
successful underwriter in the field, and 
not, in fact, work at cross purposes with 
it 


said. 


Follow Prospects Trend of Thought 


Mr. Ray also pointed out the necessity 
of making the line of reasoning with a 
prospect cooperate with or follow the 
trend of thought of the prospect. 

“Every man and woman,” Mr. Ray 
said, “is like a huge iceberg.| He or she 
may not be cold. I don’t mean that, but 
I do mean that there is very little of 
the entire part of his or her being that 
shows above the water, so to speak. To 
be successful one must direct his line of 
reasoning so that it will go along with 
the submerged portion, and not try to 


turn it around and make it go the other 
way.” 
Must Learn Value of Time 
John G. Phillips, manager at Des 


Moines for the Travelers, had as his sub- 
ject, “Your time clock: when and how 
punched.” He gave an especially force- 
ful talk on the necessity for the proper 
use of one’s time. 

“It’s up to vou,” Mr. Phiilins said in 
conclusion “You can not know the 
value of time until you have learned it 





lunch that was to have been devoted to 
the address of President Shuff. Volun- 


teers were called for to tell the details 
ot “My Most Difficult Case and How I 
Closed It.” Judges were appointed and 
a lively three-quarters of an hour en- 


sued, during which nearly a score of ex- | 


periences were related Che first prize 
money ot $15 was won by Manager 
Hedges of the Equitable of lowa at 
Hedges’ experi- 
ence with a farmer involved his taking 
hity-five grains of aspirin, buying a pig 
and bribing a freight train conductor 
to stop his train in the middle of a corn 
held. 

The 


entire program was interspersed 





LIFE INSURANCE EDITION 


with singing by all those present, led 
by W. E. Schilling of Des Moines. 


Approach, Presentation and Close 


The remainder of the program was 


taken up by three speakers, A. H. 
\very, Spencer, la., district manager for 
the Royal Union Mutual Life; Frank A 
McDevitt, Des Moines, special agent, 
Phoenix Mutual, and Mrs. Eva Nettle- 


son, Davenport, la., Equitable of New 
York hese three speakers to the sak 
handled the “Approach,” the “Presenta- 
tion” and the “Close,” respectively. All 
were handled exceedingly well. 

\n especially interesting address was 
that made by Prof. Clarence Wassam of 
the University of [ 
merce and finance, 


lowa school of com- 


Celebrates Tenth Anniversary 
Morris Fishman, superintendent of 
agents tor Wayne county for the De- 
troit Life, celebrated his tenth anniver- 
sary with that company with a banquet 
at Mt. Clemens, which was tendered to 


the officers and their ladies, and to the 


agents of his force and home office em- 
ployes 

President M. E. O’Brien, Vice-Presi- 
dent Walsl and other officers were 


among the speechmakers at the banquet 


Mr. Fishman was congratulated on his 
| four years as leading gencral agent of 
ithe Detroit Life. 


AMERICAN 
CENTRAL 


LIFE 


INDIANAPOLIS, IND. 


Established 1899 


PRESIDENT 
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PRELIMINARY TERM BILL UP 


Company Officials Speak for Plan at 
Massachusetts Legislative Com- 
mittee Hearing 


BOSTON, MASS., Feb. 28 At 3 
hearing given to several company ofh 
committee 


cials betore the legislative 


on insurance, a proposal was made to 


enact legislation to fix a lower mini- 
mum standard than now required for 
the valuation of life policies. The pro 


standard is a modification of 
the preliminary term method of valu 
and is embodied in the recom 
mendations of the special commission 
appointed by the court last year Com- 
missioner Hobbs criticised the preseyt 
method as etlecting a monopoly tor the 
established preference to 
the newer companies This condition 
writing of new insuranc« 
under present standards is financed out 
of surplus accumulations. Walton L. 
Crocker, president of the John Han- 
cock Mutual; Alexander T, McLane, of 
the Massachusetts Mutual; Robert H. 
Davenport, Berkshire Life, and Thomas 
W. Blackburn of Omaha, secretary and 
counsel of the American life Conven 
tion, were present and approved the 
proposed law. 


posed 


ation 


companies in 


arises, as the 











Insurance Co. 


HERBERT M. WOOLLEN 
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Loyalty is a marked characteristic of all 


A : 

YY 

y" 

/ associations in which the Amicable plays 

yj a part. Its own intense loyalty to the 
accepted practices of life insurance an 

/ pted f life i d 


Yj the best interests of its agents and policy- 
holders is splendidly reflected in the high 
regard freely accorded it everywhere. 


When agents take the Amicable rate 
book they soon become conscious of the 
sincere interest in their welfare that 
permeates the company’s close co-oper- 
ation with their efforts. Their response Y 
is immediate and gratifying—a warm Y 
appreciation of conditions a little better Y 
than they expected. Yj, 


Under such circumstances it is little wen- Yj 
der that these agents find little difficulty y 
in creating a spirit of loyalty to them- Yy 
selves and their company among their 
policyholders. 
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NEWS OF LOCAL ASSOCIATIONS 








KANSAS CITY’S GOOD PROGRAM 


Meeting Planned in Honor of President 
Shuff Carried Out in Spite of 
His Absence 


KANSAS CITY, MO., Feb. 25.— 
Kansas City life underwriters held one 
of their most successful meetings Sat- 
urday night, when 175 persons heard a 
series of addresses which were among 
the best ever delivered here. The occa- 
sion was National Association Day, and 
the insurance men had gathered prima- 


John L. Shuff. 

The committee on arrangements, 
headed by Roger Davis, had arranged 
such a good program, and the affair 
had progressed so far, that when it was 
announced that President Shuff would 
not be able to come on account of his 
throat, it was decided to go ahead any- 
way. An additional speaker was secured 
and the program went right ahead as 
planned, with this single exception. 

Life 


Insurance and Citizenship 


President William Hughes of the local 


association acted as toastmaster Rev 
W. A. Fite of the Ivanhoe Christian 
Church, who has carried a rate book, 


gave the invocation. 
of the University of 
mayor of Seattle, 
“The Good Citizen,” 


Charles A. 
Kansas, a former 
gave an address on 
in which he pointed 


Fassett 


out to the insurance men that in ful- 
filling their duty in the matter of serv- 
ice to their town, their state and their 
country, they would be serving them- 
selves and the great institution they 


were promoting. He urged that the in- 
surance men should give greater dili- 
gence in promoting all public movements 
which in any manner pertained to the 
public health, and the extention of life. 


Essentials of Salesmanship 
Paul M. Ivy, head of the department 
advertising and salesmanship at the 
University of Nebraska, brought a mes- 
sage that was full of both information 
and inspiration While urging the adop- 
tion of the most scientific methods, he 
insisted that the first essential to 
cessful salesmanship was just good old 
fashioned work. He gave numerous in- 
stances where the worker had made good 
during the days oft and 


suc- 


de pression, 


| 


, | Se . | delegates to act 
rily to meet and hear National President | 


eral agents and each solicitor will be 
asked to pledge a small amount for each 
$1,000 of insurance written during 
year. 

x * * 

Cincinnati, O.—At the monthly meet- 
ing and luncheon of the Cincinnati Asso- 
ciation, with S. Howard Swope, president 
of the association, presiding, Dr. J. W 
Kirgan made a report of the meeting of 
the representatives of nine of the eleven 
local associations of the state at Colum- 
bus for the purpose of organizing a state 
association. A resolution was adopted 
accepting the constitution and by-laws 
of the state association The president 
was then authorized to appoint thre 
until the regular elec- 
tion in June, 

An amendment to the constitution of 
the local association was proposed which 
will be acted upon in March or Apri 
which would change the present provi 
sion which requires that before a life in- 
surance agent is eligible for membership 
his company must have been in business 


as a legal reserve company for at least 
ten years, making representatives of 
legal reserve companies eligible for 
membership if the company complies 


with the requirements of the constitu- 
tion of the National Association. 

Vice-Presidents Allan Waters and 
Gieorge L. Williams of the Union Central 
were elected to honorary membership in 
the association. 


ad * on 
Topeka, Kan.—An _ intensive educa- 
tional campaign on life insurance has 


been started by the Topeka Association 


The campaign will continue for six 
months and will be conducted chiefly 
through newspaper advertising. The 
first advertisements appeared Saturday 
|} evening and other advertisements will 
appear regularly. The copy is intended 
| to be strictly educational and to a 


with the 
advertis 
life 


quaint the people generally 
worth of life insurance. The 


ing will be of benefit to all com- 


panies and agencies generally The 
following companies and agencies have 
underwritten the campaign Frank 
Parker, New England Mutual kK. H 
| Lupton, Zank Savings Life; Russe 

Grimes, Fidelity Mutual; James H 
| Mickey, Connecticut Mutual; J. F. Mer 
rick, Columbian National; F, P. Metzger 


showed that his chances of success were | 


greatly augmented by an 
preciation of his 
prospect. 

The crowning event of the 
was the address on 
Salesman,” by W. B. Burruss of Kansas 
City, with the Provident Life & Trust 
Mr. Burruss said that the characters of 
Shakespeare cach had his idea to sell, and 
that these ideas were each from the great 
mind After sketching briefly 
examples of sales-talks by various char 
acters, illustrating various well known 
principles of salesmanship, the speaker 
concentrated his attention to the famous 
oration of Mare Anthony over the dead 
body of Caesar He showed how the 
speaker had, in the face of the most ad- 
verse circumstances, gained a hearing 
removed prejudice, appealed to the inter- 
ést, and secured a favorable decision, He 
counted Anthony as one of the great 
salesmen, but pointed out his fatal defect 
the lack of sincerity which late1 
or him all he had gained. 

Omaha, Neb—P. M. Ray, field super- 
visor of the Equitable Life of Iowa, as 
special guest of the Omaha Association 
at its monthly meeting Feb. 25, spoke on 
“Economics of Insurance,” outlining the 
progress of from savagery to 
civilization through the acquisition and 
use of capital. He enlarged on the ex- 
tent to which present day advancement 
in America is dependent on the capital 
represented in insurance investments and 
reserves, 

The Omaha Association is planning 
and expects to start soon an advertising 


intelligent ap- 
proposition and _ his 


evening 


“Shakespeare, the 


master 


lost 


peoples 


campaign along educational lines The 
committee in charge have prepared a 
series of display ads to be run con- 


secutively in local papers. All are in- 
structive of the advantages and value of 
life insurance and will carry no indi- 
vidual company or agents’ names but the 
ecard of the association Funds for the 
purpose are being sought from the gen- 


|; ciation at its last 


American Home Life; G. A. Sawyer, Se 


curity Mutual; W. H. Eastman, Kansas 
Life; W. H. Luellen, Peoria Life; Henry 
Hall, New York Life; H. O. Garvey, Mas 
sachusetts Mutual; O. T. Cropper (etna 
Life 
*x * * 

San Francisco, Cal.—To the end that 
every life agent in Northern California 
, will abide strictly by a code of ethics 
| Sol. J. Vogel, president of the Norther: 


California Association, announces that a 


grievance committee, which was. re 
cently appointed, will consider all con 
plaints without hesitancy It is his in 
tention to investigate thoroughly ever) 


complaint made against a life agent and 
he will seek to correct the ways of tl 
wayward underwriter. 


a * 

Milwaukee, Wis.—The first month!) 
meeting of the Milwaukee Associatior 
since the inauguration of the new offi 
cers was held at noon Tuesday. Frank 
Cannon, secretary of the Wisconsin Good 
Association, gave an illustrated 
beauties of the Norther 
Wisconsin lakes region, as a feature of 
the program Gifford T. Vermillion 
president of the life underwriters, is 
working out an idea of making the 
monthly meetings purely educationa 
along life insurance and general matters 
and leave the business end entirely to 
the directors it is planned to make 
the meeting exceedingly interesting and 
to have something more than worth 
while at each meeting. No meetings 
will last longer than one hour and thirty 
minutes, Mr. Vermillion 


Roads 
lecture on the 


says, and some 


a great deal less 
* ok ~ 
St. Louis, Mo.—J. M. Bloodworth, mar 
ager of the Fidelity Mutual Life, was 
elected president of the St. Louis Asso- 


meeting. He fills the 
vacancy caused by the resignation of 
Dick Oliver, of the New York Life, whose 
company duties prevented him from giv 

ing proper attention to the office. 

xk *« * 

Baltimore, Md.—That Baltimore is to 
have another sales congress was the 
announcement made to the Baltimore As 
sociation by President Frank M. Wheaton 
at the meeting last week. President 
Wheaton stated that he did not know 
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whether the congress will be held prior | 
or after the Philadelphia Sales Congress, 
which is booked for March 31. National 
President John L. Shuff is expected to be 
resent. 

\ strong committee was appointed by | 
President Wheaton to arrange the pro- 
gram for the Baltimore congress, Leon- 
ird A. Spaulding, of the Mutual Benefit 
The other members 


Life, is chairman 
of the committee are H. M. Bacon, Previ- 
dent Life & Trust Lawrence Miller, | 
Northwestern Mutual Life; E. W, Bar- | 
tol, Metropolitan, and Thomas M. Green, 
Fidelity Mutual. 
The advertising campaign in the daily 
press recently inaugurated by the asso 
ciation came in for much discussion dur- 
ng the meeting { 


LINCOLN AGENTS HOLD 
THEIR SALES CONGRESS 


(CONTINUED FROM PAGE 1) 
sibilities of doing good by rendering 
service. Helping a man to take care of 
his creditors, to provide for wife and 
children. We must not think of it as 
making a commission. Put ourselves in 
his place; see it with his glasses. We 
must render service.” 


Croxson Gives Address 


Forrest N. Croxson, manager of the | 
Omaha branch office of the Equitable 
Life of New York, then spoke as tol- 
lows on “When is a man fully insured?” 

“In reality this is a matter each agent 
must decide for himself. The human 
system will only assimilate so much 
food. Physicians have to determine Just 
how much of any drug a patient can 
properly take care of. We used to con- 
sider only how much we could make 
or how much the prospect would buy. 
We should study how much this man 
can afford to pay and then that man’s 
particular case; what he has to provide 
tor. If this is done the case won't be 
torn down by some competitor. That 
man will be contented, 

“The biggest asset of any community 
is its man power. Life insurance men 
can sell the idea of the assets of man 
power to bankers and business men, to 
all the community. Convince them that 
every man who dies is a total loss to the 
community and you will have their ac- 
tive and hearty support of life insur- 


ance In considering when a man 1s 
fully insured it is well to apply the 
golden rule. Think what you would 
want him to do for you. Coal is sold by 
the ton, railroad travel by the mile. Lit« 
insurance should be measured by the in- 
come You can’t take anything away 
trom a man by anything you sell him in 
life insurane Sell him the idea of life 
insurance and he will find a way to pay 


it 
School of Salesmanship 


Protessor P, W. Ivey, of the Univer- 
sitv ot Nebr iska closed the afternoon 
session with an instructive talk on “Sell- 
ing Methods.” He conducted a school 
of salesmanship and his many novel 
ideas, presented from a layman’s point 
of view, were of value to the life agents 
Regarding life insurance as merely a 
phase of business, to be treated as all 
other branches, Mr. Ivey 
ing ideas that are not usually heard at 
msurance mectings. 

[The congress sat down to an excel- 
lent dinner at the Lincoln Hotel, as | 
guests of the Lincoln Association. En- 
livened by the Omaha Quartette and |} 
with every one refreshed and happy, the 
evening program concluding the con- | 
gress was carried through, completing | 
an educational and invigorating day A} 
telegram of sympathy, regret and best 
wishes was sent to President Shuff, in- 
cluding an announcement of forty-two | 
additional membership applications 


de ve lope d sell- 


Ray Gives Closing Talk 


\fter the dinner P. M. Ray, field su- | 
pervisor of the Equitable Life of Tow 1, | 
spoke on “Cooperation versus competi- | 
tion.” Mr. Ray dwelt largely on the | 
benefits of cooperation between com- | 
petitors as far more satisfactory than | 
the old methods of individual conflict. | 
He also brought out the idea of cooper- 
ating with a prospect. He said: 


LIFE INSURANCE 


CONTROVERSY SETTLED | 


THREE HATCHETS ARE BURIED 


Insurance Commissioners of Missouri, | 


Illinois and Indiana Have With- | 
drawn Their Reciprocal Rulings | 

= 
Commissioner Platt Whitman of Wis- | 


consin, chairman of the reciprocal com- 
mittee of the National Convention of 
lnsurance called a 
n:eecting in Chicago last Saturday in | 
order to straighten out the embroglio 
Letween the Missouri department on the 
ene side and the Illinois and Indiana | 
departments on the other in view of the 
demands of the two latter departments 
that reciprocals put up a deposit of | 
$25,000. rhe Missouri commissioner 
held that if these departments insisted | 
on this deposit, he would refuse to li 
cense any Indiana or Illinois company 
Oo. any class. This led to reprisals on 
part of Illinois and Indiana, they an- 
nouncing that they would refuse to li- 
ccnse any Missouri companies if Com- 


missioner Hyde stuck to his ruling 


Commissioners, 


Whitman Was Peacemaker 


‘ 


ir. Whitman acted as a peacemaker 
and tinally it was agreed that all the | 
commissioners would rescind _ their 
various rulings regarding the relicensing 
ot companies. Commissioner Hyde of 
Missouri, therefore, will not stick to] 
his position in refusing to relicense IIli- 
nois and Indiana companies. Superin- | 
tendent Houston of Illinois and Com- |} 
missioner McMurray of Indiana with- | 
drew their ruiings, stating that they 
reftised to do so until the Missouri com- 


retired trom his _ position 


missioner 
which they considered untenable. 

\ttorney Charles M Howell ot | 
Nansas Clty represented the older re- 
ciprocals and "W. H. Crum of Spring- | 
eld, Ill, represented the younger re 





ciprocals Both attorneys agreed to 
recommel 1 that their clients deposit 
$25,000 in escrow w the Illinois de- 
partment Chis seemed perfectly satis- 


ctory to the Indiana and Illinois com- 


issione! Superintendent Houston all 
vo has held that the reciprocal lav 
weak in that the department could 


' 1 , 
ot tell whether the $2%5.000 required 


tact or not unless it was 





sur] is il 
cerosi witl the state He insisted 
t it depos be made so that the pol \ 
olders e protected 

“When I first went into insuranoe I 
went into a contest with every man I 
wanted to sell How much better to 
convey knowledge in statement, make 
points by suggestion and link your ideas 
up with his ideals, with his course of 
life and the ends he wishes to accom- 
plish.” 

Mr. Burruss closed the evening pt 
gram with a highly entertaining and in- 
structive iddress on “Shakespeare the 


Salesman.” By historic facts and quo- 
tat‘ons, the use of pictures and the s« 
ing of ideas fruitful in results, were 


brought out « learly. 


Connecticut Mutual’s Meeting 


\t the annual meeting of the Con 
ial Life President Henry | 
S. Robinson in his report spoke of the | 
n favorable mortality record } 
during 1921, and called attention to the | 
large interest earnings on investments 
and the well sustained gain in new busi- 
ness, despite nation-wide business de- 
Pression 
\mong the veteran policyholders was 
Walter B. Olmstead, cashier with the 
Connecticut Mutual, who for 54 years 
has attended the company meetings as | 
a policyholder Elwyn N. Emmons, | 
whe was retired by the Connecticut 
Mutual on pension last year, was also 
present, it being the 53d annual meeting | 
he has attended as holder of one of 
the company’s policies 
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IS EXPANDING ITS QUARTERS 
Connecticut General Life to Take Ad- 
ditional Space in Connecticut 
Mutual Building 


Rapid growth in business is forcing 


the Connecticut General Life to expand 
its quarters and the company has se- 
cured a lease of space in the Connecticut 
Mutual building, formerly occupied by 
the Metropolitan Life, the Prudential 
and the William C, Scheide company on 
the so-called first floor, although it is 
nearly on a level with the second floor 
of the present Connecticut General 
building. In order to connect the two 
buildings, a bridge is to be built between 
them. The lease is from March 1, and 
the group department and the clerical 
part of the advertising department will 
move at once. Later the addressograph 
department will also move. 

Two years ago the company put on 
two more stories to its present building 
expecting that it would outgrow that ex- 
tra space in time, but business has im- 
proved so rapidly that the company has 
outgrown its quarters much sooner than 
was expected. The new space in the 
Connecticut Mutual building will add 
about 5,500 square feet to the present 
floor area of 28,878 square feet. 

It is not expected that the new space 
will suffice for more than three years. 
On Jan. 1, 1912, there were 41 persons in 
the clerical force, on Jan. 1, 1917, there 
were 96, and at the same time this year 
there were 315 


Egan’s New Agency 

The American Allied Agencies has 
heen organized in Chicago and _ will 
open offices in a few days to write a 
genera: line of insurance. James F. 
gan, formerly a member of the firm 
of Luther, Egan & Springston is presi- 
dent of the new company, ‘an Illinois 
corporation with a capital of $50,000. 
The office will represent 14 fire com- 





THE NATIONAL 


panies and will begin business with 33 
direct agency affiliations. It is the gen- 
eral agent for the Security Mutual Life 
of New York and will also represent 
the Federal Union Life. For accident 
and health it will represent the Mis- 
souri State Lite and the Columbia 
Casualty of New York. The purpose 
of the organization is to supply a gen- 
eral writing office for life underwriters 
to place side lines. The Chicago Field 
Men’s Club discussed the advisability 
of organizing some such agency last 
year, but no action was taken. The 
American Allied Agencies will attempt 
to offer a clearing house for all insur- 
ance agents to place side lines. 


Charges Against Promoter 


The insurance department of Illinois 
has referred to the attorney-general the 
charges against R. J. Buhler, who is or- 
ganizing the American Union Life in 
Chicago and has charge of the Chicago 
Mutual Casualty. The Illinois depart- 
ment charged Mr. Buhler with not hav- 
ing deposited money on stock subscrip- 
tions in a bank according to law. The 
attorney -general’s department gave Mr. 
Buhler six days in which to comply. Mr. 
Buhler was president of the Common- 
wealth Life of Chicago, an assessment 
concern, that went into the hands of a 
receiver. 


Massachusetts Mutual Meeting 


The Mid-West Agents Conventijgn of 
the Massachusetts Mutual Life will be 
held in the Congress Hotel in Chicago 
friday and Saturday of this week. 
Frank T. McNally of Minneapolis will 
preside Friday morning. President W. 
W. McClench will make the opening 
address. L. Brackett Bishop of Chi- 
cago will preside Friday afternoon. 
Henry K. Hill will preside Saturday 
morning. Superintendent of Agents 
J. C. Behan will close the meeting. At 
the dinner Saturday evening, Governor 
J. A. O. Preus of Minnesota and Miss 
Alma C. Robb of St. Louis will speak. 


UNDERWRITE R 


|H. O. FISHBACK GIVES VIEWS 


Washington Insurance Commissioner 
Gives Opinion on When Competi- 
tion in Soliciting Should Cease 


Insurance Commissioner H. O. Fish- 
back of Washington says that he has 
received many inquiries from life agents 
as to when competition should cease in 
the solicitation of applications. Mr 
Fishback says in this connection: 

‘There is nothing in the insurance 
code which specifically covers the point 
at issue. For this reason the depart- 
ment has consulted with a number of 
the life underwriters’ associations of the 
state and the consensus of opinion is 
that “competition in any case should be 
considered unethical after an application 
has been signed and a settlement made 
on account of the first premium—such 
settlement to consist of cash for the ful! 
amount of the first premium or a part of 
the first premium; or a note for the 
amount ot the first premium; or part 
cash and part note, and that competition 
should cease after such action has been 
taken by the applicant. 

“The above will stand as the ruling of 
the state insurance department and al! 
will be governed accordingly. Under 
no circumstances is it in order for any 
agent to try to replace a policy already 
in force with the policy of another 
company—in other words, to indulge in 
‘twisting. Twisting, next to rebating, 
is the most pernicious habit in which 

life insurance agent can indulge. Let 
us all work together and place the life 
insurance profession on a higher plane 
in every way possible.” 


Exemption Is Upheld 
Life underwriters of Milwaukee are 
interested in a decision rendered in Fed- 
eral court at Milwaukee, involving the 
question of whether or not a life policy 
in which the wife of a bankrupt ts the 





beneficiary may be claimed exempt in 
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bankruptcy proceedings. The referee in 
bankruptcy had ruled in the case of Ray- 
mond Ehlert, bankrupt grocer, that 
a $1,000 life policy, with a cash surren 
der value of about $800 could not bs 
exempt and should be filed as an asset 
When the case was brought before 
Judge Geiger the decision was that un- 
der a Wisconsin statute the policy was 
exempt, and it was so ordered. The de- 
cision, which sets a _—— in Wis- 
consin bankruptcy cases, is of great 
interest to life men ‘In previous proce 
dure the ruling of the reference had not 
been questioned and this was the first 
time that the matter was officially acted 
upon by the court. 


To Dissolve Kansas Company 


A petition was filed in the district 
court in Kansas City, Kan., last week 
asking for an order for the dissolution 
Anchor Life of that city. ihe 
petition stated that all outstanding in 
surance was turned over to the Farmers 
Life of Denver, in 1914, with consent 
of the state insurance department. It 
further states that all outstanding bills 


have been paid, and that at the last 


meeting’ of the stockholders it was voted 
that the company should be dissolved. 


A. M. Hopkins Advanced 


At a meeting of the board of directors 
of the Philadelphia Life Feb. 15, 


| Moseley Hopkins was advanced to man 


ager of agencies in appreciation of his 
contributions to the success and growth 
of the company while serving as super- 
intendent of agencies. In honor of his 
promotion, the executive officers of the 
company and the members of the Home 
Office Plico Club tendered Mr. Hop- 
kins a luncheon last week at which high 
tributes were paid to him and his work. 
M. J. Rudebeck, local agent for the 
Wisconsin National Life at Kewaskum 
Wis., has been awarded second place in 
a production contest recently concluded 
by the company, according to 5. A. 
Hanks, superintendent of agencies of 
the Wisconsin National, Oshkosh, Wis 








Real Estate 
First Mortgage 
$8,500,000) 


Admitted 


Tele devon aaa’ ewkGoneiiaews $ 17,941.32 
Loans (secured by Real Estate worth over 
uae a wibe aa adie a eae A oie sins 3,466,522.61 


Policy Loans and Lien Notes within policy reserve 


Balance 


Sheet of 


SACRAMENTO 


December 


Assets 


839,701.09 


31, 1921 


Liabilities 


Net reserve seanevs 
Claims reported, proofs not received 
Deposits of policyholders left to 


ee SNES OD, ook cae dckkcs condeanws can 
Premiums and interest paid in advance and accounts 


California State Life Insurance Company 


. .$3,689,576.36 

; 2,243.52 
interest 

431,818.37 


accrued. 39,920.75 














Cash in banks and certificates of deposit..................... 369,779.22 Reserve for taxes payable in 1922................... ae 55,359.96 
WN I no oki od cacdce cacdddwiiauseuus 117,052.69 Survivorship investment fund, reinsurance premiums accrued 
Uncollected premiums (covered by policy reserve)....... 274,273.68 and other liabilities ............00e0eeeeeeee ness 142,741.45 
Reinsurance due and other assets (net)...............000000- 807.81 se ee ie ier Ss Scam 
COR Le eae Surplus to policyholders ...................0. 724,418.01 
TD I iin ois dion indinenceccccxced $5,086,078.42 RE ans 5 cana rn hin'S wis Subsea Rlauma aaa $5, 086,078.42 
GAINS IN 1921] STEADY GROWTH 
Admitted Assets December 31, 1921.......................... $ 5,086,078.42 Assets Year Ins. in Force 
Admitted Assets December 31, 1920.......................... 4,300,930.94 
es aaa Eo it bei neeraal eee ree $ 7,916,000 
I cin ince bnceskbienns busukenwaaal $ 785,147.48 5 RSS Seer ere $10,000,467 
Insurance in Force December 31, 1921........................ $43,790,912.00 $1,222,413 Daa ey relate aie’ *h bala aa W914... 2.2... $13,459,379 
Insurance in Force December 31, 1920........................ 38,782,271.00 $1,445,684 .................., WIS... ........... 608, $15,349,747 
ea ae dn ae atsiule dackionee Ere $22,838,574 
eT $5,008,641.00 arene eee $25,221,480 
RN I oo gs onic bane nee eaniinae cameseabad $12,050,745.00 a aenees Rn ein Sata PO aaa ea ok kb An eee 
Insurance written in 1920....................00.0005 12,003,565.00 —_ etter ene ee ee es Oe ee eee $30,329, 
EE cakes ce rae ceebeaees chee race ac Gaia $38,782,271 
ties wan dhs dks osks 54S awR $ 47,180.00 
Gain im surplus during 1921....................... $ 100,264.21 $5,086,078 TEreereree ys 1921 tenes $43,790,912 
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LIFE AGENCY CHANGES 


J} 





Joshua B. Clark 


Joshua B. Clark, agency supervisor of | 
} awency in 


the State Mutual Life in the Boston 
general agency of W. G. Williams, for 
nine years past, has been taken into the 
general agency, which will hereafter be 
known as Williams & Clark. Mr. Clark 
is a native of Boston, a graduate of 
Dartmouth in 1911. In 1920 he wrote 
$2,000.000 of business and last year 
scmewhat less, but enough to make him 
the biggest producer of the company 
for the two years. Last year he was 
elected president of the State Mutual 
Agency Club. 


Louis Hullum 
1 Louis 
northern 


The Lamar Life has appoint 
Hullum general agent tor 


Louisiana, with headquarters at Mon- 
roe Mr. Hullum assumed his new 
duties March 1, and in doing so 1s 


returning to his first love. For a num- 


ber of years he held a sub-agent’s con- 


tract with the Lamar, which he relin- 
quished about three vears ago, to 
hecome sales manager of the Jackson 


Motor Company. He has had a suc- 
cessful record as a personal producer. 


B. A. Wills and A. Joseph 


hh. A. Wills, more than 20 vears dis- 
trict agent for the Northwestrn Mu- 
tual Life in Memphis, Tenn., has 
resigned, A. Joseph, who has 
nected with the agency in Memphis for 
several years, has been appointed dis- 
trict agent. Mr. Wills has been in ill 
health for several months, which caused 
his resignation. Mr. Wills will re- 
main with the company in Memphis as 
special agent. 


been con- 


George & Stedman 


Isaac S. George and William T. 
Stedman, under the firm name _ of 
George & Stedman, have been ap- 


pointed general agents of the National 
Life of Vermont at Baltimore to suc- 
ceed the late Alfred G. Goodrich. 
Both men have been identified with 
the Baltimore office of the National for 
a number of years. 


D. M. Johnson 

D. M. Johnson has been appointed 
general agent in the Chattanooga, Tenn.., 
territory for the Shenandoah Life, with 
offices in the St. James Building Mr. 
Johnson has been connected with the 
Travelers for the past three years and 
has made an exceptional record 


W. A. Powell and P. S. Herring 

William A. Powell and Paul S. Herring 
of Richmond, Va., have been appointed 
general agents for the Shenandoah Life 
in that territory. Mr. Herring is a well 
known business man in this section, and 
Mr. Powell was formerly connected with 
the Equitable Life as its representative 
for Richmond, 


C. C. Mead 
(. CC. Mead, who has been doing gen- 
eral agency work for the Detroit Life 
at Sault Ste. Marie, has removed his 
family to Lansing, Mich., and associated 


Schraber at Los 


himself with the agency of the same 
company in that city. Clare A, Lamo- 
reaux opened the Detroit Life general 


Lansing a year ago, and has 
built up that territory so that his agency 
ranks fourth in the producing units 


now 
of the Detroit Life organization 
Life Agency Notes 
c. C. Otis has established a successful 
general agency for the Detroit Life at 
Allegan, Mich. 


The Western Union Life announces the 
appointment of B. F. Wardell as Los 
Angeles agent 

A district office of 
Life has been opened in 


the Inter-Southern 
Karle, Ark., by 


Cc, L. Whitenton of Marianna, who will 
make his home there 

The National Life has appointed two 
new agents in Southern California, W. 7 
CGratzger at San Luis Obispo, and H. H 


Angeles 


Illinois Federation Meets 

meeting of the Illinois 

was held in Chi- 
Phere were a 


The annual 
Insurance Federation 
cago Monday evening 
number of down state members pres- 
ent in view of the fact that the Illinois 
Association of Insurance Agents was 
to hold its meeting the following day. 
The main part of the evening was given 
analysis of the legislative 
view of the replies that 
had been received by Secretary C. W. 
Olson in response to the questionnaire 
which had been sent out regarding the 
various candidates before the April 
primaries. The main attention of the or- 
vanization until the primaries are out 
of the way will be to stir up interest 
in tavor of the highest grade candi- 
dates. Fred Y. Coftin of Moore, Case, 
Lyman & Hubbard of Chicago was re- 
elected president. Charles W. Olson of 
Chicago, who has done remarkable 
work in the 1 


over to an 
Situation mn 


organization and deserves 


great credit for its accomplishments 
was re-elected secretary and treasurer. 
E. A. Ferguson of the Union Central 
at Chicago was chosen a director 


Will Have Salesmanship School 
President C. L. Ayres of the 
ceu Life of Detroit 
school of salesmanship will be con- 
ducted by that company starting April 
3, and closing April 24 rhe men who 
are regularly scheduled to conduct the 
work are Director F. D. Davis, Vice- 
President R. W. Anger, Vice-President 
H. P. Trosper and President Ayres him- 
self In addition to these regular lec- 
turers there will be others from the 
home office and the field. The subjects 
are “Principles of Life Insurance,” 
‘Functions of Life Insurance,” “Prin- 
ciples of Salesmanship,” “Practical Life 
Insurance Salesmanship” and “Sales 
E-xperience.” 


Ameri 
that a 


announces 


Aetna’s Omaha Meeting 

The Aetna Club, comprising the 
agents of the Aetna Life general agency 
for Omaha and north of the Platte 
River in Nebraska, will be guests of 
Manager H. E. Sorenson, March 15 
Business sessions, luncheon and a ban- 
quet are on the program. This is an 
established annual affair. 








Masonic fraternity. 





. High grade man wanted 

7 
Opportunity: as Manager of Chicago 
business of large Eastern Company. 
experienced life insurance man and member 


Address A-42, care The 


National Underwriter, giving phone number. 


Must be 
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Cash in office, 


\ 


Condensed Statement 


id-Continent Life Insurance Company 
Oklahoma City, Oklahoma 


December 31, 1921 


ADMITTED ASSETS 


Loans secured by 


Total 


Legal reserve on outstanding Life Policies 
value amounts due in 


Present 


Unpaid claims on which proofs have been completed 


All other liabilities 
‘apital 
Unassigned funds (surplus) 


Security to Policyholders in 
required by law 


banks and trust companies..... 
first mortgages and liens on 


.. eed 41,512.77 
real 

705,946.64 
98.999.34 
52,450.00 


69,031 57 


14,147.07 


$982,087 .39 


. $709,271.14 
11,747.00 
32,000.00 
9,750.00 
NONE 
16,902.91 


future 


101,832.34 


addition to legal reserve 


202,416.34 


$982,087 .39 
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STEPHEN M. 
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Having recently entered 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
life men of 
general agency caliber. 


Contract direct with the 


Over $125,000,000 of in- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 








Let us know something about your qualifications and | 
your ambitions as an insurance man, and we will give | 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 
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Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 


happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 
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HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 
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the New York Life. He gave ten sources 
from which future business can be 
drawn by the life insurance man, and in 
prefacing the giving of these ten 
sources he said the surface of all of 
them had just been scratched and that 
the field was unlimited. The ten sources 
are: 

1. Recorded mortgages offer one or 
two prospects; 75 per cent of all prop- 
crty in the United States is mortgaged. 

2. Commercial insurance—life insur- 
ance for business protection; 90 percent 
of business is done on credit. 





Monthly income insurance has not | 


yet taken its first full step. 

$1. Farmers as a class have been 
neglected. It is the field for the future. 

5. Employed women, wives; field 
practically untouched. 

6. Professional men and women, 

Births. 
8. Marriages. 


9. Deaths serve as reminders if the 


deceased did not carry life insurance. 

10. Young men. This field is easier 
today, for fathers will back up the in- 
surance man, 


Starting in Farming Community 


Mr. Notzon was asked the question, 
“If you were just starting out in a 
farming community, where you were 
unacquainted, how would you go about 
it to get a iineup on the farmers?” 

Mr. Notzon stated in reply that he 
would first go to the company physician 
in that towa, but would not ask him if 
he knew of any prospects for life insur- 
ance among the farmers, for such a 
question would probably bring the an- 
swer, “No.” “Tell him you want to go 
about selling insurance to the farmers 
in the right way,” said Mr. Notzon. 
“Many farmers have been oversold on 
lite insurance and every time a farmer 
is oversold an enemy for insurance is 
made later on when the policy has to 
be given up. Ask the doctor about the 
farmers. Ask if a certain farmer owns 
his farm. If he does, has he paid for it, 
and so on down the line. Jot down the 
miormation you receive and never trust 
to memory, for if you do you will lose 
a lot of it. After you have secured your 
information, start out down the road 
and visit the farmers in their own 
homes. Yeu have information about 
them and can present your proposition 


| in an intelligent manner.” 


\nother question asked Mr. Notzon 
was this: “If you were a stranger in 
Denver and wished to enter the insur- 
ance business, and if you only had five 
or six friends, what would you do?” 

The speaker advised that from the 
five or six friends he would secure the 
names of their grocers, doctors, etc., as 
well as information about them. This 
would make up a fairly good prospect 
list to start in with, and from those peo- 
ple information about their friends could 
be secured in turn, 

“Everyone is a prospect, but everyone 
is not a prospect for you,” said Mr. Not- 
zon. “Only those you have knowledge 
of are prospects for you.” 


System in Soliciting 


F. H. Hall of the Occidental Life 
came next and gave an interesting and 
instructive talk on “Systematic Solicit- 
ing.” He pointed out that system should 
be used in the matter of territory; don’t 
try to cover too large a territory. Time 
should be systematized, and an insur- 
ance solicitor should do an honest day’s 
work every day. If a solicitor had a 
certain man he wished to call upon in 
the evening, it wouldn’t be time thrown 
away to spend the entire day in thinking 
out a plan for the evening’s campaign. 
Mr. Hall told of one young man in Den- 
ver that has sold eight policies in one 
family and seven in another. “That 
young man has used system,” said Mr. 
Hall. “He has cultivated the acquaint- 


ance of the family, and it pays.” 
a Program of Insurance to 


“Selling 














Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 
now? 
Union Mutual Life Insurance Co. 
PORTLAND, MAINE 


Address: ALBERT E. AWDE, Supt. of 


Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy. containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
‘or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














ACTUARIES 


| aaa F. CAMPBELL 
CONSULTING 
ACTUARY 











343 S. Dearborn St. j 
Telephone Harrison 3384 


CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolpb 3473 








— J. HAIGHT 

CONSULTING 
ACTUARY 

610-813 Hume-Mancur Bidy } 


INDIANAPOLIS 
Hubbell Building, OES MOINES, 1OWA 











CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


JULIAN C. HARVEY 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Ingurance a Specialty. | 
Colcord Bldg. OKLAHOMA CITY 








ACTUARY 
19S. LaSalle St. 
CHICAGO 


J H. NITCHIE 
o 


1523 Association Bldg. 
Telephone State 4992 











CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
‘System and Accounting” 


2.19 So. La Salle St CHICAGO 











Consuttine Actuary 
402-404 Kraft Building 


DES MOINES, IOWA 


Foe Sone: S. WITH INGTON 
Tel. Watnat 3761 








er 
OHN E. HIGDON | Actaris & Examiners 


OHN C. HIGDON Kansas City, Mo. 
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LIFE INSURA 


he Prospect” was pres¢ nted by z. 
lHiowbert, ctrector of the School of 
Lite Insurance of the University of 
Denver Following is an outline pre- Q . 
sented by Mr. Howbert during his troit Given Pointers on Soliciting 
alk of the most important things to be That Class of Business 
considered in planning a program of ——a 


life insurance: . ; ; ; = 
DETROIT, MICH., Feb. 28 Provi- 


DISCUSS BUSINESS INSURANCE 


Provident Life & Trust Men at De- 


1. Cash at time of death—For out 1 
’ n at : 
; dent if y rust agents of th Jetroit 
tanding bilis; for expense of last ill- it Lite & Trust age eee ; 
’ 1 ; . general agency, in charge oO! Natl i el 
ess and burial; to pay om personal > } j 
. rel rent, too >a special 
loans or mortgages: to pay probate NCE ¢, general agent, K Ul pe i 
( ussion of busi 5 ins ( at 
court and other administration costs: to ae | Tl ' 
o9 on n eting <t \ 1 
cover mcomne estat¢ and inheritance — "’ ar oe , “ 
a , "? Saag aE 5 agency handle a lot t 1 I 
taxes: to secure adequat home tor tam . . : 
, , | ss t s S 9 
v:; to provide tor business needs, and ‘ wert oe . ; 
provide for charitable bequests the proper talking point can- 
F Vass 
Cash Needed for Future “The | lic is wa g up t ‘ 
Cash to be paid at specit future mn Calle ‘ Cd l 
time io start son or daughter n busi MsUurance iS a precau . < -—— 
ess; to provid ywry tor a daughter measul said Mr. Reese “ = 
nd for particular business purposes, as ee 1 mot aq more I . 
oO matur bond issue. Oot men engaged in any usiness enter 
Income for limited period of vears | PT'>' profession, whos ss is 
lo provide living expenses for minor l lependent upon t Ctivities ¢ 
hildren; to provide for education fo ! l nd energy to e thei 
son or daughter; for readjustment pe Hive r the benefit of U ues 
iod to enable family to readjust itseli vt he case 1 ay of the 
‘o new conditions without severe hard fact that it is vitally o! ' tant t 
hip, and t supplement carnings of ra nd erg) t rea 
children during period Ol apprentice e producers than it Ss imsure 
hip erely capita ding et igainst 
7 , ly ] ’ 
+. Income for life To wife. for liv ‘ 1\ possible yet ! Ce i 
ing expenscs; to daughter, to assure in y hire 
aependenc¢ to a crippled or invalid \s :s < ré s e to 
child; to any dependent relative; for wrotect pt ible =proper the 
: : f 1; 
irthday or Christmas gift to any mem eed Ol Car! g pers isu 
Ler of family, and to give guaranteed in- nce With whic oO mdel t 
ome in own old age sured i ily and h ‘ ent 
Harry McCauley of Denver, | S, | the ev fl tim dea ti 
7) } 1 1 
collector of internal revenue, spoke on | "OW U sally re ed ti y 
Lite Insurance for Income and Inher- | Precaut sO e app n ot 
os s ' ' 
tance Tax Purposes ler Sine a ‘ t t 
Banker on Business Insurance business lite i ance as t at 
. 1 > ( ist ites ul vy d | 
Life Insurance for Businsss§ and 
» ” 1 1 w i T LUSTING j tn e 
Credit Purposes” was the topic of the “reel , , | 
y ities is RB 1] : . Suita ncomes, a tie ncol s that 
K given by ra » Castell, vice-presi- ' : tl “pasenc!” 
, ‘ ’ are produced r\ n rat workers 
cent of the Stockyards National Bank, 1 1 , | ‘ 
, i ts, without whi th e oO 
Wenver He pointed out that life insur 1] 1 ] 
nen aces : ull p onal life surance yusly 
nce men shouls LIK nsurance ' 
] 1 quilt tor that rpose ¢ | 
’ sincss stanaps ts ind cave ” 
‘ . nel rorce 
ut sentiment, for it was a busi- ‘1 , ' | 
' " \i IX ‘ 0 ed o nat 1d 
ness proposition “Show that iite mn , , 
. cath ¢ i< ( ex tl { \ 
surance insures the payment of indebt 
a ne bf ; his ¢ ersonal a s hunt 
edness, said Mr. Caste Also point ' P \ . ‘ 
} 1 ( 1 al ott foes t! ‘ | 
out that banks are becoming more and , , 
, | organizatlo ol wht he is t guid 
uore ready to loan money where life nirit 
nsurance is carried to protect a busi ” ie , ' 
, ' | Lsihe lie are now real ne that 
ness. Of course, sentiment is all right, 1] 
; it is good business to insur iluable 
ut life insurance is business and should , on 72 
. : : oo - } emp es, too, and the field is an 
be regarded as_ such People have | 
1 | viting one t nsuran ne ho re 
wakened to the fact that life insurance | 
lable to offer the assured rn i 
s necessary, and it is something that | 1] ' , 
: P } 99 really yo d 1! the sn pe ( i | cy 
ve cant get along without | 1 1 1 
=. i wh will meet the requirements of 
During the afternoon session 35 new lt] ” 4 , 
- , . th ase, ie said. 
embers were secured for the Colorado 
\ssociation of Lite Underwriters | pi: . — 
ie tami at & elites tall I by | Philadelphia Companies’ Mortality Low 
( anqguect, « > O CIOCK, TOLOWCE Vv i ? 
number of good talks made up the Despite prevalence of sickness 0¢ 
final session of the sales conference } Casiot | by cold weather Philadelphia 
President Dempsey ot the Colorado | lite ompanies report ; remarkably low | 
\ssociation, presided Speaking on | rate mortal ce t f the 
Aspiration and Sweat,” Rev. Henry S. | } Paym«e ‘ dea ‘ has 
Goodsell pointed out that no vision was | been much under the nur t edicted 
ever brought to a realitv without cood b the mortality tables Life under 
hard work. rite y that the fir two « three 
“Brains and Business” w the topic | months of the year usually produce 
ot the address by Dr DD. | Phillips, Tait he leatl rat | 


protessor Ol psychology at th Univer- 
sity of Denver. One of the thoughts 
left by Dr. Phillips was that a business | Itol Life; FE. } 
man should get away from the old | the Farmers Lif 
“What can I do for you today?” and é 


fernor ot 


original 


the like, and think up some 


‘ 
) 
president of the American Life of Den 
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_ MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,600, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


' 

FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
| ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 


Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 











BETTER PROTECTION 


The liberalization of our Disability and Double Indem- 
nity provisions enhances the value of Guardian Protec- 
tion and equips our Agents for greater production. 


will be presumed to be permanent when it has 


for three months, irrespective of cause. 


Total Disability 


existed continuously 






Double Indemnity will be issued for the entire life of the policy 
c tract 

On fe s of en nt policies the disability income will 
exten yond the en ment period during the lifetime and con- 
tinue sability of the insured. 





Another example of progressive service. If you want to know more 
about what The Guardian is doing for its policyholders and agents, 


ADDRESS: 
T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office 50 Union Square, New York 











i y-\ oo oe 1 ©) 0, 11 | oo ee = te), 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT <° MONTHLY INCOME INSURANCE. 


jae LATEST POLICIES AND AGENCY CONTRACT Bait 87 lng 
Openings OHIO, IND., KY, MICH. and W.VA. Write Columbus 








‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


way of presenting a proposition ver. 
J. Stanley Edwards made another Che officers of the Colorado Associa 

good talk when he spoke on “Patriot- | tion of Life Underwriters ar \. Nor- . P 

ism and Life Insurance.” He pointed | man Dempsey, Denver, president; C. B.|| The Capitol Life Insurance Co. of Colorado 

out how life insurance men were helping | Freed, Pueblo J. A. Culbreath, Denver Clarence J. Daly, President 

their country, for they were educating | and J] UL Joiner, Greeley, vice-pres! Denver, Colorado 


the people to the value of thrift, and dents: L. H. Baine, Denver, secreNry 


that is one of the things that is badly treasurer. [The executive committee in 








cludes C. C. Watson, chairman: J. 17 
‘Ilen, J. Stanley Edwards and |]. Paul 
Treat, all of Denver 


needed today 
Other speakers of the evening were 
Clarence J. Daly, president of the Cap- 











L 10 So. LaSalle St. 


CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. ; 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 

THE OTIS HANN COMPANY, Inc. 
Chicago, Illinois 





Indianapolis Life Insurance Company 


(Purely Mutual) 
Operates in 
Indiana, Illinois, Michigan, Texas and Florida 
FRANK P. MANLY, President 
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New England Mutual Life 
Insurance Company 


Boston, Massachusetts 


New Insurance Paid-for, 1921. . . 


Gain in Insurance-in-Force .. . 


Total Insurance-in-Force ... . 


New England Agents Write Persistent Business 





$ 82,072,020 
48,641,846 
609,415,082 
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H. M. HARGROVE 


To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


Beaumont, Texas 


- President 








Rates per $1000.00, age thirty, 
and a premium waiver wi 


Coupon Bond. . 
Endowment Age Bei ceenas 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


ee Cee $21.02 Endowment Age 50... .. . .$44.82 
20 Payment Life......... 31.12 Endowment Age 55....... 33.15 
20 Year Endowment...... 44.82 Endowment Age 60... 29.52 
ee 35.71 Endowment Age 65... 25.78 

22.37 Endowment Age 70....... 20.42 


includes Double Indemnity for accidental death from any cause 
ith $10.00 monthly income disability. 

















THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 


1846 





Devoted to the interests 


policyholders and_ beneficiaries; 
honored by the confidence and 
esteem of its patrons; supported 
by an organization of character, 
intelligence, and education. 


1922 


of its 


NATIONAL 























THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 


Write J. R. KRUSE, 





Capital and Surplus $684,153.80 








Assets in excess of $4,200,000 


Vice-President and General Manager 











UNDERWRITER 


INCREASED MORTALITY IS 


SHOWN AFTER MIDDLE AGE 
(CONTINUED FROM PAGE 2 
diseases. The former may in part be 
attributed to indifference to right habits 
of living and methods of prolonging 


life. I urge more scientific study of 
| these degenerative diseases as to the 
best methods for their prevention and 
control. We undoubtedly have the 
proof of better medical and surgical 
procedure, better sanitation and better 
| hygiene. 

Our bodies are reaping at middle age 


| years. 
| so often the 
| have 





and past what has been sown in earlier 
The degenerative diseases are 
sequella of diseases that 
earlier life, impair- 
from acute infectious 
Very often these impair- 
ments go unnoticed until past middle 
life, when the vitality has begun to 
weaken under the strain “of years of 
activity, when they terminate into some 
degenerative disease. Therefore, more 
attention should be placed upon the 
prevention of the earlier acute infec- 
tions to avoid this sequella and its 
middle age 


occurred in 
ments resulting 


diseases. 


resultant mortality past 
Our vocation in life has much to do 
with our longevity. Those callings that 


wear out life very rapidly are those 
that require drudgery and work in dark 
places. I believe that part of this in- 
creased mortality is due to a failure on 
the part of the people to adapt them- 
selves to the changed mode of life 
since the introduction of so many mod- 
ern conveniences. There is the mod- 


ern auto, the elevator, the telephone, 
free mail delivery and numerous labor- 
saving devices which have reduced 
physical exercises that were ‘formerly 


conducive to health and long life. The 
The centralization of the people in the 
cities away from the country life has 
taken them away from outdoor air 
occupations and exercises for indoor 
air and sedentary pursuits. Many of 
these cases are the result of occupa- 
tional hazards during early life. The 
prevention of mouth infections and 
bacterial diseases will lessen these de- 


generative changes in later years. 


General Neglect of Health 


We can recall many cases of broken- 
down heart and kidneys which are so 
frequent in those past middle life. So 
many of these cases are almost entirely 
ignorant of the knowledge of right liv- 
ing, devoting their whole attention to 
business affairs, to the neglect of the 
things which are of far more impor- 
tance. They remain ignorant of the 
consequences of the big appetite and 
their overweight and lack of hygienic 
exercise. There are many who pay a 
yearly fee to the lawyer for cuidance 
to avoid litigation in business affairs, 
but the idea never comes to them to 
seek the advice of a competent physi- 
cian to avoid the snares and pitfalls 
of physical infirmities, which are worse 
than lawsuits. 

If we figure 
importance of 


economic 
health 


the relative 
conservation of 


and life of younger as compared with 
older ages, I believe that the econ- 
omic value of life conservation past 
middle age is practically as great as 
it is for the younger ages. And here 
I do not want to be understood as in 
any way minimizing its value in con- 
trol of communicable diseases of early 
life, but in considering the potential 
value past middle life there must be 
added the cost and value of experi- 
ence gained and the cost of the great 


productiven¢ ss at these ages in contrast 
to that of the younger ages. 


Value of Regular Examinations 


Early diagnosis is of the greatest im- 
portance in these degenerative diseases, 
and just as important is early treat- 
ment With this in view, several life 
insurance companies now offer to the 
policyholders free medical examina- 
tions at frequent intervals, which has 
been found profitable to them. The 
movement to urge those past middle 
life to be examined physically at in- 
tervals of one year at least, in order 
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to discover incipient impairments when 
they might be cured, whereas if per- 
mitted to run on would go rapidly into 
the incurable class, followed by a 
breakdown, deserves the earnest sup- 
port of all life insurance companies, 
tor we have evidence already of splen- 
did returns where it has been tried. 
Too much importance has been laid on 
the sacredness of private property and 
too little on the duty of all to contrib- 
ute to the welfare of the whole peopk 
Preventive medicine has proven that it 
factor in 


is an important keeping off 
disease and early mortality. If the facts 
of this are ever gathered in the most 
thorough way, every citizen must be 


enlightened so that he will submit him- 
self to a thorough examination once 
every year or oftener. The benefits of 
this to life insurance companies are 
self-evident, because when early recog- 
nition is found most diseases in their 
early stages are amenable to treatment 
The early recognition of cancer, tuber- 
culosis, Bright’s disease, heart disease, 
diabetes, etc., together with the elimin- 
ation of acute infectious diseases would 
add fifteen the average life, 
besides saving untold suffering and fin- 
ancial loss. 

It seems to me that several compan- 
ies doing business in a section could go 
together, share the expenses and offer 
tree medical examination to the poli- 
cyholders, and in this way find the first 
signs of degenerative diseases and then 
modify the mode of life so that the 
disease would he checked or modified. 
Today our modern life is making such 
great and increasing demands upon the 
energies and vitality of people in the 
fierce struggle for success in life. 

The efficiency of our nation depends 


years to 


upon the efficiency of the people that 
compose it, for mental and physical 
ethciency depend upon good health. 
To maintain our place in the world 
and to meet the keen competition of 
other nations we must be healthy, vig- 
orous people. It is our duty not only 





Position for Actuary 
WANTED—An actuary who has 


had considerable practical experience 
in both Departmental and Company 
work. Address in confidence— 
PRESIDENT CONTINENTAL 
LIFE INSURANCE COMPANY, 
St. Louis, Missouri. 











Manager Wanted 


FOR ILLINOIS 


One of the strongest and 
most aggressive life insur- 
in the 
with over 500 
stockholders in the State 
of Illinois, 


usual opportunity to 


ance companies 
country, 
ffers an un- 
the 
man who can make good 
in a big way. 


Only a responsible, capa- 
ble, experienced life insur- 
ance man will be consid- 


ered for this vacancy. 


Address A-34 


Care The National Underwriter 
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LIFE 


to maintain our health standard at par, | with the secondary effect of slow de- 


lies 11 our 


health ot our 


power on 
fellow 


what 
the 


but to do 
behalf of 
men. 
Such organizations as the Life Ex- 
tension Institute of New York City 
and National Health Guard, which 
have for their object the rebuilding of 
American vitality to prolong healthful, 
useful years of life and make them more 
livable, and the conserving of human 
life and human usefulness, should 
ceive our commendation. 


rC- 


Need Inspection of All 
We now have medical inspection of 
school children, whereby they are in- 


formed of their physical defects and 
encouraged. to have them removed 
his tends to prevent heart and kidney 
impairntents later in life. If we had 
the same inspection in our shops and 
factories, and persons suffering from 
physical defects could be informed of 
the fact and advised to secure proper 
treatment or change of work where the 
nature of the work tends to aggravate 
the condition, this would be a most ef- 
fective means of lie conservation. 
Insurance companies should encour- 
age everything in the way of public ed- 
ucation concerning personal hygiene, 


as this will result in avoiding losses 
brought on through neglect of the 
symptoms leading to serious and in- 


curable diseases later on. 

Dr. Fisher point out that the causes 
of death which predominate in higher- 
age groups are preventable to a de- 
gree that, if the diseases and condi- 
tions involved were controlled to the 
extent of the facilities of modern 
science, there would be added to the 
expectation of life at least one and one- 
half years at age 45. 

The period between 45 and 55 is the 
crucial period in man’s life, the time 
when degenerative processes begin to 
undermine the inherent vitality. And 
here the death rate is steadily increas- 
ing, especially among the most active 
in professional and business life, and 
because of their importance to the com- 
munity their distinct one 
when they pass away before their work 


loss 1s a 


is complete. As insurance men we 
must ask ourselves the question, “Is 
there not a way, a means whereby we 


can, to at least a perceptible extent, 
stop this : Many, through over- 
work or strenuous a life, become 
exhausted in vitality and are wrecked 
on the rocks of middle life There are 
chemical and nervous causes for this 
physical deterioration Paton holds 
that perfect metabolism of advanced 
life is governed largely by the internal 
secretions of the ductless glands. 
Mental emotions, care and grief very 
powerfully influence ductless glands 


loss?” 


too 











A Real Opportunity 


A Northwestern life company 
with twelve millions of busi- 
ness in force desires to engage 
the services of an agency 
manager. The man in mind 
has had experience, is a per- 
sonal producer, capable of 
originating, instructing and 
inspiring men, is able to culti- 
vate and develop new terri- 


tory, has high ethical 
standards, is energetic and 
resourceful. If you are the 


man, state qualifications fully 
in first letter, when personal 
interview will be arranged. 


Address A-38, care National 


Underwriter, Chicago, Illinois. 
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Che other book is “Selling Life Insur- | | 
ance,” by Dr John \ Stevenson, a 
|} vice-pre sident of th Equitable Life of 
New York and head of its educational 
cepartment This book gives selling 
suggestions, selling plans and definite 
methods < procedure which have 


generation. 
Life insurance companies must point 


INSURANCE 


out these facts and medical men must 
make the application of either cure 
or prevention This must cost money, 
but the result attained will prove a | 
great gain in the end. The highest | 
function of our government ts not to 
make millionaires out of a few or to 
become wholly absorbed in govern- 
mental finances and affairs, but to ad- 


vance to the highest degree the health, | 


intelligence and morality of its citizens 
he greatest asset of any nation or any 
life insurance company is the health of 
its citizens or members 
are going on year after year without 
the slightest knowledge of the condi- 


tion of their kidneys, heart, liver, 
digestive organs or blood pressure, pay- 
ing no attention to these tired, over- 
worked and _ long-suffering organs 


Thousands | 


This is persisted in by thousands who | 


have no knowledge of the consequence 
Regular examination will the 
tendency to trouble before it runs -into 
disease It is beyond doubt that this 
mcrease can be traced to our mode of 
living, with its nervous strain, our dis- 
sipation and our disregard of the need 
tor 


discover 


daily rest and exercise, together 
with excesses and indiscretions in eat- 
ing and drinking. If the urine could 


be examined at intervals of six months 
to one year, nephritis would be de- 
tected in its incipiency, and steps could 
be taken to bring about a cure 
it becomes chronic 


betore 
and incurable 


In these strenuous times, if a man 
past 40 wishes to prolong his life, he 
should undergo a thorough physical 
examination every six months. Disease 


may be insidious 
months or 
aware ol 


blood 


and progressive for 
years before the sufferer is 
the fact Hence, at least a 


pressure and urine examination 
are necessary, because the individual 
imagines himself in perfect health. 
This will prolong life and decrease 
mortality after middle age, and at the 
same time it will be advancing the 
cause of humanity 


TWO NEW BOOKS ARE ISSUED 


Harper & Bros. Bring Out Work on 
Salesmanship by Dr. Stevenson 
and Edward K. Strong 


Harper & Bros., New York publish- 
ers, have sent out two new copies of 
Harper’s Life Insurance Library. One 
book is the “Psychology of Selhng Life 
Insurance,” by Edward K. Strong, Jr., 
of the School of Life Insurance Sales 
manship at Carnegie. This book 
with the practical side of the psychology 
of salesmanship 3y actual 
szles interviews it tells how psychology 
is used to prepare the mind of the pro- 
spective buyer so that he will buy of his 
own accord. The life man will find in 
this book definite principles and sugges 


means ot 





deals | 


tions which will assist him not only to 
make a man feel the need of life insur- | 
ance, but to bring about in him a mental | 
state so that he will actually accept the 


service which life insurance renders 


proved successful in life underwriting 
\ study this material makes clear 
evident the underlying theory of the 
strategyv ol selling The book cat he 
used as a text ool s well sa em 
ce book fora Id man who ints t 
the most mod nd effective 
nethod i increasing s sales Mr 
Strone’s book sells 1 $4 ar Dr 
Stevensol ’s tor $3.50 


George E. Lackey, general agent for 


Oklahoma 


the Massachusetts Mutual at 

Cit vas married Feb. 28 to Miss Hele 
Hurt of Paris, Tex. The wedding tool 
place it Paris 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


he Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every pcessible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1922 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 

















BIG MAN WANTED— 


For General Agency 
Opening in South Dakota 
March Ist 
We have a large number of OLD POLICY-HOLDERS in this 


territory as leads for new business. 


THIS IS ONE OF OUR VERY BEST OPENINGS 


Give References 
and Insurance Experience 
in first letter 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


SAINT PAUL MINNESOTA 




















. Southland Life Insurance Co. 
ie DALLAS, TEXAS 


The Progressive Company of the South 
HARRY L., SEAY, President 
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In Business Since 1862 






Cura 7 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. information and 
Advice on any matter relating te Lite Insurance ia Available at any time through the 
Agencies or Home Office ef this Company. 

















THE NATIONAL 


U NDE RW RITE R 














American National Insurance caper | 


OF GALVESTON, TEXAS 


W.'L. MOODY, JR. SHEARN MOODY, W. J. SHAW, 
President Vice-President Secretary 


FINANCIAL STATEMENT, DECEMBER 31, 1921 





ADMITTED ASSETS LIABILITIES 
Real Estate Owned..............$ 896,517.61 Net Reserve, American Ex- 
Mortgage Loans (First Lien .«+-4,108,612.42 perience (3 and 344%)... ....-++- $9,261 ,807.63 
Collateral Loans...........0++++0 1,000.00 Special and Contingent Reserves 204,251.00 
Loans Made to Policyholders (on Reserves for Death Losses in 
this company’s Policies). . .1,198,944.47 Process of Adjustment or 
BORE. occcccccseee ‘ eee. 3,536,822.42 Adjusted and Unpaid. . .. 105,608.25 
Cash in Banks cae citi _— 1.463.977. 37 Reserves for Taxes. .........++«.. 129,129.51 
Certificates of De ~ “Sees al 6,908.28 All Other Liabilities............ 158,244.72 
Interest Due and Accrued........ 237,661.04 Capital Stock...... $500,000.00 
Deferred and Uncollected Pre- Assigned Funds..... 243,252.00 
miums (Less Loading) . 221,999.36 Surplus..........++. 1,070,643.81 
EY GRR cauescttesewasen 493.95 — —— 
suieasitenasiiiiaatibnly Surplus to Policyholders ... 1,813,895.81 
TOTAL ASSETS $11,672,936.92 TOTAL LIABILITIES $1, 672, 936. 92 


Ordinary and Industrial Life Insurance in Force, $157,699,773.00 
Operates in Nineteen States and the Republic of Cuba 


“ANCHOR TO THE ANICO”’ 














WANTED 
WE WANT A MANAGER 











in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 




















Bankers Life Company 
Leads 


Entire United States 


The only Life Insurance Company in 
America, writing $100,000,000 a year 


or more, to show a gain over 1920 
(Excluding companies writing industrial insurance) 


Paid-for business for 1921 (Issued, increased and restored)...... $111,000,000 
Paid-for business for 1920 (Issued, increased and restored)...... 95,000,000 
Gain...... Syn ae a aaa ind ain Mae eRe eas ae a $ 16,000,000 


Bankers Life Company 
GEO. KUHNS, Pres. Des Moines, Iowa 














| law, which refers to the regulations 
| which hedge an old-line agent. 


| instructive talk on the = _ art of 


licenses. Mr. Henry feels, however, that 


| company is to continue to operate in 
the state. 


| WANTS EXEMPTION REMOVED | 


| Detroit Official Points Out Discrimin- 


ation in Favor of Fraternals in 
Michigan Law 


DETROIT, MICH., Feb. 28.—Homer | 


| Guck, assistant to President O’Brien | 


of the Detroit Life, calls attention to 
the section of the Michigan insurance | 


“The provision of this sub-division 


shall apply only to insurance com- 


panies transacting business on a stock 
plan, and to all mutual or co-operative 
life and health and accident companies 
except fraternal beneficiary societies,” 
the law reads. 

“Now, the argument which is being 


| advanced by all life insurance men who 


have given this matter any consider- 
able attention is that the word ‘ex- 
cept’ should be changed to ‘includ- 
ing’ and the inclusion should take in 
mutual. reciprocal and fraternal or- 
ganizations,” says Mr. Guck. 

“It is perfectly obvious to any life 
insurance man associated with an old 
line legal reserve company that the | 


|} present discriminatory laws is abso- 


lutely unfair. It is also apparent to 
those who are engaged in selling mu- 
tual, reciprocal ~— fraternal insur- | 
ance. They realize that there is no 
reason why they should not be subject 
to the same careful regulations, and the 
ame careful advantages which accrue 
from a knowledge of that regulation by 
a competent state department, as now 
prevails in regard to all other life in- 
surance salesmen. 

“The state law, while operating very 
advantageously to the people and the 
life insurance business as a whole, does 


| leave this one loop-hole.” 


Sales Talk at High School 


“Never go into a prospective buyer's 


office smoking; if your prospect uses | 


poor language don't use it yourself; 
above all, never go around with a 


cloomyv look on your face: jolly your 


| prospect along,” said L. J. Kilian, con- | 
j} nected with the agency of the New 


York Life at LaCrosse, Wis., in an 


salesmanship given before the 
salesmanship class of the local high 
school, Other topics of his speech in- 
cluded the method of approaching a | 
buyer, how to gain his good will and 
ttention; the psychological moment 
when the prospect is really interested 
and the value of diplomacy, patience | 
and courtesy. 


Won’t All Quit Mississippi 


Chat not all of the life companies who | 
are defendants in the suit of District At- | 
tornecy Browning will withdraw from | 
Mississippi is a certainty. Comissioner | 


| Henry said that a few of the larger com- | 


panies had renewed their Mississippi 


some of the companies that are being 
sued will stay out of the state. He ad- 
vises that a great many companies have 
requested that he allow them additional 
time for filing their annual statements, 
and he has in each instance agreed to do 
this. Under the Mississippi law, the 
statement must be filed and the license 
renewed not later than Feb. 28, if the 


Illinois Life’s Figures 


The Illinois Life has published its 
detailed annual statement showing as- 
sets $19,413,847; capital and surplus 
$1,302,645; interest income $991,613; in- 
crease in five vears $371,051: premium 
income $3,818,060, increase in five 


vears, $1,398,574; its assets increased in 
five years $6,467,510; insurance in force 
$136.485,045. increase in five vears $56,- 
204.455. The Illinois Life has paid to 
policyholders and heneficiaries since 
organization $21,566,983. 
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| Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 


President 
J. BARRY MAHOOL 
Vice-President 
J.N.  WARFIELD, Jr. 


Secretary-Treasurer 


DR. J. H. IGLEHART 
Medical Director 

















Provident Life 
Insurance Company 
Bismarck, North Dakota 
insurance in Force, $13,500,000 








H. H. STEELE, F.L. CONKLIN, 
President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 
-_ 











AGENCY CO-OPERATION 


through direct mail advertising is just 
me of the features which give Fidelity 
field men a distinct advantage. Last year 
we distributed 41,341 direct leads—all in- 
terested prospects who requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $203,000,000. Faithfully serving 
insurers since 1878 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 














Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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ANNOUNCE CHICAGO PROGRAM | 


Sales Congress Speakers for March 13 
Session Are Given by Presi- 
dent Darby A. Day 


Darby A. Day, Chicago manager for 
the Mutual Life of New York and presi- 
dent of the Chicago Association of Lite 
Underwriters, has been rounding out 
the program tor the Chicago sales con- 


gress which is to be held at the Hotel | 


la Salle, March 13, and announces a 
remarkable galaxy of speakers 
Great Selling Program 


Prof. C. W. Wassam of the Univer- 
sity of- lowa, a noted economist who has 
devoted much time and study to life 
lisurance, will open the morning ses- 
sion Dr. Stuart B. Edmondson of 
Lake Forest, lll, formerly superintend- 
ent of agencies for the Mutual Life 
of Illinois and also with the Illinois 
Life, will speak at the noonday lunch- 
con Mr. Edmondson is a salesman 
wand orator and his talks are alway 
cujoyed. Harry L. Fogelman, for many 
years mstructor in the Sheldon School 
ot salesmanship and a_ well-known 
leader in lyceum and chautauqua work, 
will speak on “General Sales Methods.” 
Mr. Fogelman is a man of great forensic 
ability and dynamic personality. Frank 
H. Davis, vice-president of the Equita- 


ble Life of New York, will open the 


afternoon session Mr. Davis is a] 
former Chicago man, having been | 


agency supervisor in the Chicago office, | 


and his meteoric rise to his present | 


position is indicative of his ability and 
power Norvall Hawkins, formerly 
sales manager of the Ford Motor Com- 
pany and an authority on selling, will 
probably speak at the afternoon ses- 
s10n Mr. Hawkins is both a speaket 
and writer of renown and Mr. Day 
hopes to definitely announce his willing 
ness to speak at this meeting In addi 
tion, there will be a 40-minute open dis 
cussion at the morning session, at which 
tine agents will have an opportunity to 
laise any question on selling methods 
and procedure if they desir« Chis will 
he a rapid-fire series of business-getting 
tuethods and should he of mestimable 
value 
Milwaukee Men Invited 


Mr. Day has extended an invitation 
to the Milwaukee Association of Life 
(nderwriters to attend this congress 
anc expects to have at least 80 of the 
Milwaukee agents on March 13 Phe 
association is assured of 500 in at 
tendance at the sales congress, but 
hopes to have the final total at 1,000 
Phe congress 1s open to all life undet 
writers and will cost nothing, except 


ior the luncheon Executives and ac 
tuarics will be welcomed and one cxect- 
tive is on the program, though the 
previous announcement of the associa- 
tron had intimated that none but field 
men would take part The announce- 
ment had been intended to mean that 
only sales methods would he discussed, 
and Mr. Dav emphasizes the fact that 
this is a sales congress, held for the 


gathering and dissemination of selling 
wdas, all life insurance men and women 
7 


heing welcome and urged t itter 


Will Send Out Less Literature 
The Equitable Life of New York an- 


nounces that it has decided to issue 
fewer canvassing documents to _ its 
gents than heretofore The documents 
that will be issued will be more ef- 
fective and will be more artistic in typo- 
graphical appearance The Equitable 
says, “Letters, circulars and pamphlets 
write no applications Hence the, gen- 
eral circulation of such material wastes 


hoth time and money 


Show Big Business Increase 


The Shenandoah T.ife reports that 
submitted business for the first two 
months of 1922 show an increase of 100 
percent over the same period of 1921 
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The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 








A MILLION A MONTH IN MICHIGAN 


That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 


each month during 1921. We are very proud of this showing. It is evidence of progressive co-operetive effort. 


The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 
high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 
afh-3 ation will do well to communicate with us. 


HOME OFFICE DOWN-TOWN OFFICE 


Corner Woodward and Forest Avenues No. 1005 Majestic Building 
DETROIT, MICH. DETROIT, MICH. 
M. E. O'BRIEN, President JAMES D. BATY, Secretary and Treasurer 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 











SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


oO. W. JOHNSON, President 


INSURANCE IN FORCE $37,000,000 
Assets ; : 4,074,586 


Payments to Policyholders since Organization 3.453.460 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and Manager of Agencies 








George Washington Life Insurance Company 


A Definite Territory 
A Liberal Contract 
Low Premium Policy Contracts 


Opportunities open in West Virginia, Ohio, Kentucky, Tennessee, Virginia, North 
Carolina, South Carolina and Georgia. Address: 


ERNEST C. MILAIR, Vice President and Secretary 
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=] | BRANCH MANAGERS TO MEET 


||| Phoenix Mutual Will Hold Conference 
r | at Its Home Office, Begin- 
| 


“Miracle of Life Insurance” ning March 20 


| \ conference of branch managers of 
: . . the Phoenix Mutual Life will open at 
[> a recent laudatory article written by the editor of a ls teteien mieee Seed a te cane Gaal 
magazine for salesmen, “How to Sell—and What, tor a week and the following four sub- 
The Columbus Mutual Life Insurance company of Colum- jects will be the principal topics of dis- 
bus, Ohio, was declared to be the “Miracle of Life Insurance” cussion: 
because of its success in reducing cost of insurance and Section 1. Amount of new business to 
building up its surplus. Other companies in time, the be placed during the year; apportionment 
by agencies; percentage of total of new 
editor predicted, will be obliged to adopt the methods no samen niet ene. onlin gg Bente 2c 
ing augurated by President C. W. Brandon. “The accom- || | total funds available for financing first 
plishments of Mr. Brandon are the marvel of insurance ||| year men; apportionment by agencies; 
men,” he wrote. "They never thought it could be done. _| | total funds. ‘avaitate for branch ote 
Now they are laying their ssibutes at Mr. Brandon’s feet.” naimetae tausate Giline Gente: tatah Genen 


available for sales promotion and effi- 
|| cieney staff material; apportionment by 


So great has been the demand for this magazine article 
that it has been republished in pamphlet form. A copy 


agencies, 


Section 2 Methods of securing con- 
will be sent free to any one writing his name and address tracts: methods of selling life insurance; 
in the margin of this notice and forwarding to the Home training plans for future; methods of 
Office. || compensating new men, 

l Section 3 Conservation plans for ré 

The Columbus Mutual continues to astonish. In 1921, | gp Figgas a inna i 
it issued practically the same volume of new business as i] covered above. , 
in 1920, the “wonder year. It showed a gain of 25 % in —- — 
total volume, a gain of 33% in assets and a gain of 45% l Phoenix Mutual Figures 
in surplus. Policy dividends were 50% greater than total | The Phoenix Mutual in commenting 
death losses. The annual report is now ready for distri- ||| on its annual statement says that it is 
bution. Geta copy. || now paying more than $1,700,000 in divi- 


|| dends each year to policyholders. Since 
organization it has paid out $120,000,000 
to beneficiaries and policyholders. The 
ows ===) total incomes last year was $14,981,158. 
Of this amount $2,916,660 was received 





from interest and rents. The average 
interest yield on the amount of admitted 
° ° ° assets was 5.51 percent. The mortality 
Chicago National Life Insurance Company record was under 50 percent, The sur- 
plus funds were increased $540,000. The 


CENTURY BUILDING, STATE AND ADAMS STS. policyholders have left with the com- 


pany $2,700,000 in dividends on which 


JUST LICENSED BY ILLINOIS STATE DEPARTMENT the Phoenix Mutual is paying 4.6 per- 
. cen Its insurance in force increased 
First 10,000 shares sold, over $100,000 deposited cna 


$28,000,000. Of its business last year, 


with State 32.5 was on whole life basis, 15.9 on 
20 payment lite, 18.4 on term and 17.2 
WANTED: First class agenc) man: must on long term endowments. 


be of undoubted experience and ability 
Sales Sime at Philadelphia 





One hundred  Philade ‘Iphia repre- 
sentatives ot the Equitable Life of New 








York began last Thursday a_ three 
ECRET 4 OUR We have a contract for you under which your weeks’ course in salesmanship and the 
One Success 15 income will be limited only by your activities gy oe ie cn le Ph nc 
A REAL PROPOSITION FOR A REAL MAN B. \ an \rsdall of New York. Dr. Van 


Arsdall says lite insurance as a profes- 


FEDERAL CASUALTY COMPANY, Big8@iin || sion is “appealing more and more. to 


college graduates, a number of uni- 








Cash Capital, $200,000.00 V. D. CLIFP, President versities having established courses in 
this subject in recent years. About 100 
men are enrolled in the Equitable 








course, upon the completion of which 


The Masonic Mutual Life Association | | “""" "°°" 


Of the District of Columbia Union National in New Territory 
Chartered by Special Act of Congress, March 3, 1869 





Che Union National Life of Houston, 


The Security of the Old Line Tex., has now entered the District of 

The Economy of the Fraternal | Columbia. The John P. Collins Com- 

Select work, with big returns to high class representatives. For terms |} pany, 806 17th Street N. W., Washing- 
au. territory, write to | ton, D. C., has been appointed general 

WM. MONTGOMERY, President and Gen. Mgr. | agent, The Union National now 
New Masonic Temple Washington, D. C. operates in Texas and District of Co- 





lumbia. 











A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


ASSUME YOU CARRY $10,000.00 
The Company Will Pay 











For Natural Death - - $10,000.00 For Accidental Death - - - $20,000.00 
For Total and Permanent Disability, a monthly income to the incured of - - - 200.00 
For Major Surgical Operations (Maximum) - - 200.00 
For Loss of Right Arm above Elbow or Loss of Either Les hove the Kneo - - 5,000.00 
For Loss of Right Arm below Elbow or Left Arm above Elbow - - - 3,000.00 
For Loss of Either Leg below the Knee - - ~ a 2,500.00 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - - ° 2,000.00 
NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
BEN H, BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies 
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“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 
NatHhwenal 
Insurance Company 


Home Office, Madison, Wis. 











HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 








W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 


“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920. 

All leading forms of polli- 
cies written 





Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 


LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, lowa 
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| MODERN 


BUSINESS GETTING METHODS 





How Leo Thomas of Detroit, Mich., Wrote 
Million and a}Half Paid for Business 
In His First Full Year in a Strange City 


HEN a strange a mal not oo» 

4 | 

vears old, goes to a city of a mil- 
me | +} 

| 


Hon souls re cs ne city the 
over’ for six weeks, then calmly 


ntation 


- 1 


n without oste 


av for $1,500,000 of personally produced 


ie msurance n his rst year in that 
t\ one cannot onde at the general | 
nent of the old-timers in the busi 
ss ot How does he do it 
But this achievement is a fact, and 
( Thomas of the H. Wibirt Spence 
gen ( the Miutual Life at Detroit 
the chap who must be redited with 


per forn ance 
Fourth Among Leaders 
of Company in Nation 


li November 10°20, Leo Thomas was 
rought to Detroit by Mr. Spence. H«¢ 
pent six weeks “looking the city over” 
s I p puts it, and he certainly 
ust have taken a good look By the 
iddle ! 1 9°1, | ] planned 





LEO THOMAS 


Ca Ligel na ad successiully be 


yun its executio \s the weeks grew 
nto months, M1 lho * applications 
grew in number ai in size and when 
he flag dropped at tl nish of 1921 
M1 Thomas had paid for $1,462,000 
He was the first man in 1921 to qualify 
or the $250,000 Mutual Life Field Club 

Chis rel arkabl reco lace 1 Mr 
Thomas fourth among the leaders of 
ill the Mutual Life salesmet Ile wrote 
hirty-three policies tor a general aver- 
age of a little better than $44,000 per 

licy He paid for more life surance 


than anv man in Detroit or the state of 
Michigan 
Mr. Thor is 1 now °%o0 y rs Id ine 


has bee in the lite insurance business 
seven years starting his career the 
industrial end of the business in Nev 
Jersey (indust : met | is take not 
ice). Since that time he has had a 
varied experience having hae connec 
tions in five otl stat On leaving 


York 
issouri 
} +) Ey 


himsetl 


eT 

New Jersey, he operated New 

then came west and located i M 
| 


Going back east he tablis] 


establish 





in Connecticut and before coming to 
Michig: in 1920. he was located at 
Springt Mass Mr Thomas is 
married and has a family of four chil 
dren He is a member of a prominent 


Detroit club and 1 nt of the Mu- 
tual Life Field Club at Detroit His 
hobbies are boxi and trap shooting 


proceeds to | 


| Now we come to the big question 
llow does he do it?” Mr. Thomas’ 
start was not sensational, but his activi 
ties soon leaked out and insurance men 
both his Mutual Life colleagues and 
those from other began to 
I ke notice as Loot 
wont to do 

They came, they saw, but their first 
mpression of Mr. Thomas could not 
them to the fact that $100,000 


companies, 
1 insurance men art 


reconcile 


policies were “nothing in his young 
life.” lor when one rst meets eco 
he is rather unresponsive He is quiet 


But behind his upright figure and pene 
trating gaze, there is a “twin-six”’ brain 
hitting on all twelve Nothing es 
capes Thomas He throws 
away the non-essential and 
Leneficial information 
Service is the secret of M1 Thomas 
uccess It is said in Mutual Life ci 
cies that when Mr: Thomas has sold ; 
man, that man is through buying lit« 
insurance—his protection is complete 
the policyholder understands what he 
Thomas implicitly 


sees ill 
absorbs the 


las and believes in 


just to show the thoroughness witl 
vhich Mr. Thomas works, before | 
came to Detroit, he tried out his met! 





1. Always sell yourself. 


Mr. Thomas advises the man not to 
more life insurance, advising 
a sufficient amount and 


satistactory 


buy any 
him that he has 
his policies in a 
thereby earning the 
everlasting gratitude and support 


He never carries a rate book le 


arranges 


manner, mans 


ver confuses a client with technica 
es, but sells himself so completely that 
the prospect tells him to “fix him up.” 
He never sells any definite amount of 
life insurance A definite purpose tor 
every policy is Thomas’ watchword 
fter thoroughly — stud man’s 
needs, he buys the amount of insurance 
that the man must have and arranges 


those needs 





Ving a 
to cover 


“Think in Big Figures” 
Is Another of His Maxims 


Think in big figures” is another ¢« 
lhomas’ maxims Every insurances 
man has kicked himself after he has 


tried to sell a $10,000 policy to a $100,000 


buyer Thomas is never guilty of this 

take He says that this was one ol 
t] rst mistakes in selling he overcam«¢ 
so now when he places a proposition 


Lefore a man the amounts read like a 


ncial statement of a great banking 
nstitution Thomtas says that the big 
vest lie imsurance eld in America 1s 


that is the list of million- 
$50,000 field is 


ot scratched; 
res “The 


»wded and crowded 


$10.000 1 
good men: the 
o work today consists of the buy 


million dollar 


f $100,000 to halt 


THOMAS’ NUGGETS OF SALES WISDOM 


2. Be sure of this, that when you are sitting across the table from a 
prospect, he is sizing you up just as much as you are judging him. Don’t 


disappoint him. 
3. Study human nature. 


Study all the time. 
Think big. 


NO Oe 


succeeded ther 
himself that he was 
right, and his 1921 record substantiates 
this belief 
“Sell Yourself” First 

Requisite for Service 


In order to enable one to vi service 
| to a man, on have the implici 
| confidence of a prospect, in other word 


sell yourself—that is Mr. Thomas’ big 


must 





vest asset He sells himself so con 
pletely, so thoroughly, tl e has ma 
his name synonymous with insurance 
that his policyholder thinks of Thomas 
whenever he sees or hears the word 
Protection, 
‘Ll have studied the psychology 

selling all my life ind | consider this 


knowledge ot human nature which | 
have acquired as my greatest asset, an 
it enables me to serve my client bet- 
ter.” This is Mr. Thomas’ own stat 
ment 

Mr. Thomas backs this personal set 


thorough knowledge of lit 





ice with a 


insurance As one of the Mutual Lif: 
biggest producers d oldest gents 
said Che rance 
etter th ! ! 

this i is 1 t | 


Uses Original System 
Backed by Years of Study 


Thomas has an original system ima 
gurated by himself after years of stud 


This system calls 
ters, with a close follow-up, to the ap 
pointment \fter a personal ill 
[Thomas gets the prospec 

nds out the man’s needs 
settlements to the best advantags ind 
additional insurance to 


Many ti 


t’s policies 


arranges the 


en writes the 
liabilities 


Select your field in which to work 
Be honest with yourself as well as your clients 


i 1 attackme these pros 
pects, but Tear is Missing tron Thomas’ 
make-up 

lust to give an examplk Choma 
service Mr ational kn 
Detroit mat a million ire manutl ture 

> called on by Mr Thomas He 


Thomas tor 


policies Mi 


wave his policies to Mr 


i ilVSIS (on thes ] 
Thomas got a refund for his client of 
$8,000, and $600 a year more on his 
lividends The client had accepted a 
tt ment or pa 1 up polici which 
vere carried o1 heavier reserve that 
he should have bees Mr. Thomas 
k this matter up with the arious 
companies and =the ibove settlement 
vas obtained 
lo do this, one must have a perfect 
wledgwe of lite msurance contracts 


Old Adviser Called in 
“To Get Some Lessons” 


another time Mr. Thomas came 
contact with a large buver of insur 
nee who had always bought his insur 
ce of another man with another con 

Not knowing this, Mr. Thomas 

After an interview and 

called his old 


olicited hin 


cveral letters, this mat 


* some tes 


told him to come w nd get s 
There are just 


ns n life nsurance 





few sidelights on Thomas’ work 
ut all through Mr. Thomas’ methods 
and selling practice a clos observer 


can see that really Mr. Thomas’ suc- 
cess is based on his sincerity of pur 
pose, a desire to serve his man efhcient 
l a persistent seeking for knowledge 
ind business and a supreme concentra 
iat an work hut above all he is 
‘ | 
huma 


Some Selling Pointers 


From James A. Campbell 


GENCY DIRECTOR JAMES A 
A caneeel lL. of the Central Branch 


of the New York Life at Chicago 


is one of the most successful life insur 
ance supervisors in the country He 
has the largest agency of the New York 
Life Here are a few thoughts that Mr 


Campbell dashed off the 
the New York Life 


other day that 
sending to all its 


igents 

Do not illow nything ‘ interfere 
vitl your ippointments Fill them 
promptly and be considerate of your 
client's time it has a money value 
Don't waste it 

Don't knock your competitor be a 
ood lose it will help wet you busine 


Discharge your 
mind when you are working 


blind you to the best 


from 
they wil 
opportunities 
Be a leader in your community 
with all public 


worries vour 


Help 
enterprises but do it 


quietly the public will see that you get 
credit for what you do 
Kee} voulr clothes pressed hoe 


shined, and have clean 


ic doesn't respect 


have; the pub 
alesman who is not 
particular in his appearance 

If business is not good, don't complai: 
Make an examination of yourself and se« 
where the trouble is 
learn to meet friends with a 
ile \ good-humored man or 
welcome Learn to laugh \ 
laugh 


your 
womar 


an medicine 
yourself 
The world i too busy to care for 
sorrows 


your 


A solicitor should neve ary from the 
utl Too often a person will leave the 
mpressior n order to get the 
business but sooner or later he who 


wa misinformed will wet a knowledge 
of the trut then you will lese his good 
wi t pe ind any business which he 
might have beer nstrumental in throw 

rn ou 

I rder ! ke a t s it ji ! n 

ry that you work eight hours every 
day in the field and not in the office 

In order to be a membe of the $200.000 
Club it is necessary that you plan your 

rk so you will not waste any steps on 
Ise prospect 

Busin can | cured if you will 
simply ge ifter it and make up your 
mind to get vour share Do not talk t 
me for I \ no tin to devote to anys 


pleasures but simply business 


It is confidently expected that Mr 
homas will pay tor $2 000.000 of life i 
urance in 1922 He has bought for hi 


chents between $300,000 and $400,000 


and 
mill.” Hi 
“Although 
wealthy met 
by making 
insurance is indi 


Curing the first six weeks of 19 
has some big cases “in the 
prediction for 1922 is this 
oney is still tight and 
ire cutting their expenses, 
them see that life 
pensible and a necessary expenditure 
bv hard work we can have them in 
crease this outlay instead of curtail 
ing it.” 


Confidence Is Essential 


Every successful salesman will tell 
you that without confidence succes 
cannot be attained You must have 


that your 
good as the best, that its contracts ar 
best, that the selling 
f life insurance is one of the necessary 
worthy that you are 


confidence company 1s as 
is good as the 


ind most callings, 


as good a man” as your prospect, and 
that vou have the ability to sell. Steep 
our whole being in confidence, and 
continuously keep yourself in that con 
lition, if you would win And you 


cannot fail if vou are courageous with 


confidence, and work and study your 
product and constantly study your 
self Points 

Ir they had made the speeches first 


ind the eats last, there wouldn't be any 


anquet 
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| And It Fills Every Life [| 
Reinsurance Need 




















$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
for death by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
—————— terest you? If so write ——_—_—_—_—__—_—_ 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. ISAS CITY, MISSOURI 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








CO-OPERATION 


Home office co-operation in the fullest sense of the 
word enabled our agents to increase their paid-for 
business in 1921 35°; and make an increase of 40°; 
in business in force. 


We have ample Educational facilities, also maintain a 
Prospect Lead Bureau and Circularization Department. 


A contract with us means increased facilities for busi- 
ness. We have General Agency openings in North 
Carolina and Arkansas, and several agency openings 
in our Southern territory. 


THE SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


On agency matters address W. F. Macallister, Agency 
Mer. 








NATIONAL 


UNDERWRITER 


SEE PROSPERITY ON 


RETURN IN THE EAST 


(CONTINUED FROM PAGE 7) 


ibility to determine 
In the case of 


should have the 
that for himself. 
salesman, according to Mr 
the number of interviews 
or three; 
six The 


a good 
averages two 
game just 


mind It 
with 


earliest possible stage of the 
what is on the 
that he is 
subject, in 
interview 
subject. 

deavors to hide a physical 
which he knows would be discovered by 
the examining doctor and would bar 
him from taking a policy. Or it may 
be the present business slump or a 
cemporary financial embarrassment 
which render the interview inconclusive. 
Possibly a corporation may be waiting 
for a certain deal to go through before 
t feels it is in a position to insure the 
life of its executives. In any event, the 
agent with the strong personality gets 
down to brass tacks at once and learns 
whether or not it is worth while keep- 
ing a given name on his list; he is able 
to keep the number of interviews down 
| to a minimum, 


prospects’s 
preoccupied 
which 

may end 


may be 
another 
course, the 


case, ol 


(Or possibly he en 
impairment 


losing the 


VOTE TO UNITE WITH M. I. B. 
(CONTINUED FROM PAGE 1) 


according to. territorial 


| be operated 
companies located 


divisions For the 
| on the edge of one section desiring im- 
pairment information for only one ad- 
joining state but not for all of the states 
in an adjacent division, a special check- 
ing service is provided There is no 
obligation on the part of American 
Life Convention companies to purchase 
: cards, but they may purchase a 
desired 


“back” 
set if 
Will Certify List of Members 


Mr Tavlor said that the 
members of the M. I. B. are writing 84 
percent of the life insurance yo 
n America, while American Lite Con- 
vention companies are writing only 13 
Combined, the me = te 
secure 97 percent \s the 
first move the executive committee ot 
the American Lite Convention will cer- 
tify a list of members entitled to M. 
I. B. membership and these will be ad- 
mitted as a group only. Any A. L. C 
company may obtain a full and indi 
vidual membership providing it is able 
to meet the requirements 

Secretary Blackburn read the reso- 
lution prepared by the executive com 
mittee of the American Life Conventior 
and the board of managers of the Med 
ical Section President Johnso1 of the 
Central Life of Illinois moved its 
tion. J. B. Reynolds of the Kansas 
Citv Lite offered a 
was unanimous and hearty. 

It was announced that the United 
Service Bureau now has on hand 4,200, 
000 cards, worth about $20,000 Che 
American Life Convention will pur- 
chase these, so as to prevent a dead 
loss to the United Service Bureau. The 
M. I. B. has agreed that these cards 
may be filed with the M. I. B. record. 

Dr. Oscar H. Rogers of the New 
York Life and Dr. Knight of the Metro 
| politan represented the M. I. B. 


present 


percent. com- 


panies will 


adop 


{ 


second Phe ot 


Ashbrook, | 


a poor salesman needs five or | 
point is to tind out at the 


without | 


March 2, 1922 


throughout the negotiations, which be 
gan last summer. Both were here to 
day. Dr. Rogers was called upon and 
told in detail just how the new arrange 
ment will operate. Many A. L. C. of- 
ficials will remain through the 
| of the Medical Section and make 
} oF it 


sessions 


a week 


Provident’s Change Delayed 


The Provident Life & Trust, the 


stockholders of which have voted to 
separate its life insurance and _ trust 
business, will be split into the two com- 
| panies as soon as the necessary legal 


arrangemnts can be effected by the 
|} courts. This will take at least the 
} part of a year, according to William S 

\shbrook, agency secretary, but nd 
| date has been fixed. The new insur- 
ance company will follow its same gen 
eral policies only it will be freer, and 
this freedom is expected to result in 
lowering of rates at time in the 
future. 


best 


SOT 


West Coast Increases Dividend 


The West Coast Life of San Fran- 
cisco held its annual stockholders meet 
ing at the home office in San Francisco 


last week. President Frederick J. Kos 
ter stated that 1921 had been the most 
successful in the history of the com 


pany. While the production did ~ot 
measure up to the record of the pre- 
ceding year the profits from operations 
in 1921 were gratifying and as a result 
an increase of 2 per cent in the annual 
stockholders’ dividend was announced, 
placing the stock on a 12. percent 





basis. 
All the officers and directors wer 
re-elected for the ensuing vear 
“Empty Grave Case” Affirmed 


The Texas court of criminal appeals 
has affirmed the famous Texas “empty 
grave case” last week and Byrd Jack 
son Cochrain will have to serve two 
years in the penitentiary for swindling 
He feigned death and his wife collected 
a policy for $5,000 in the Southwester1 
Life. Two conspirators, tenants on his 
farm, have heretofore accepted sen 
tences of two years each for their com 
plicity. The wife has since died. 

Cochrain was supposed to have died 
uddenly and there was a_ regular 
funeral. 


Southwestern Buys Property 


The Southwestern Life of Dallas 
Tex., has bought the property adjoining 
| its office building and fronting on Mai 
street for 35 feet and extending 100 
feet; the length of the home office, for a 
| cash consideration of $175,000. It was 
announced that the property, now occu- 
pied by two stores, will not be im 
proved, nor the stores molested for the 
present. The company, it was said 
acquired the property in order that it 
would be protected in the future should 


it desire to erect additions to the pres 
ent building. 
Life Notes 

Application for a charter has been 
made for a life company at the New 
Jersey department, signed by Rev 
I. W. L. Roundtree of Trenton, and Rev 
S. L. Corrothers of New York. It will 
be a stock company and will write onl) 


| colored business 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 





Disability Benefits 





hii. 


ill INSURANCE CO. 


66 BROADWAY 


ORGANIZED 1850 





Mit 




















‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 

HOME OFFICE, DES MOINES «-t s«. IOWA 


TERRITORY—IOWA SOUTH DAKOTA 








Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary period. 
Payments, begin immediately on approval of claim—no probationary period. 
Monthly payments, lifelong, conditioned on permanence of disability. 
Immediate waiver of future premiums—no waiting until next anniversary. 


Full amount of insurance paid when insured dies, without deduction for dis- 
ability payments or for premiums waived. 


This new disability provision brings the service of America’s oldest legal re- 
serve life insurance company still closer to the needs of the insuring public 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 











Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company fer Pelicyholders and Agents 


Central States 


Life Insurance Company 
St. Louis, Mo. 


Insurance in force - - $58,000,000.00 


JAMES A. McVOY 


Vice-President and General Manager 














The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 





More Than 1'4 Million Policies Now In Force 


Only four other life insurance companies in America have more 
licy contracts in force than this company. A study of the 
eine growth in ten years is invited: 
Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1922 
Assets $ 5,614,764 $10,279,663 $ 28,295.931 
Policies in Force 371,106 613,615 1,294,394 
Insurance in Force 49,245,028 89,596,833 265,197,626 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 


























1867 EQUITABLE LIFE 7922 


Insurance Company 
OF IOWA 


Results of 1921 


SN EE EE Ta $286,934,616.49 
ee adele $ 39,234,839.04 
Ratio of Actual to Expected Mortality............ 34.7% 


68% of all business written since organization still in force. 


For information regarding Agencies 


Address:—Home Office: Des Moines 








A Wider Field 
An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to you 
men and young women as young as age 2—protective insurance and Education 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 

As regards adults, we write contracts with Double Indemnity provisions coveri 
any kind of fatal accident, or with Double Indemnity provisions covering fata 
travel accident only, as may be desired. 

We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 

We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 





























A Base for Success 


While it is true that a man’s success or 
failure depends, in the final analysis, 
upon himself, it is also true that outside 
influences often play a large part in 
hastening or hindering success. 


The outside factor that most influences 
his progress is the base on which he 


builds. 


concerns in different lines of endeavor, 


From among the many going 


he must make a selection, and upon the 
wisdom of his choice—upon the sound- 
ness of his judgment as to which base 
is of the best character, offers the great- 
est future possibilities and the broadest 
scope for his particular abilities—de- 
pends, largely, the length of time it will 


OTTAWA, 


take for his inherent capacity for success 
to assert itself. 


Nowhere will an aggressive man who 
wants to build a permanent, steadily in- 
creasing income find a better base on 


which to build than the Central Life 


of Illinois. 


There he finds a successful establish- 
ment of fine character, broadly organ- 
ized to give him every assistance in 
making his start and then seeing him 
through to the finish. Young, vigor- 
ously growing, and capably managed, 
the company offers an opportunity 
where a man’s ability finds capacity em- 
ployment as rapidly as it is developed. 


ILLINOIS 





